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Three bedroom home for more 
crestwood + and better living designed by 


Schworz and West—A. |. A. 


many other designs and dozens of exterior variations 
are available ranging in price from $7,000 up. 


And get ready to make money, because the Peaseway 

Plan is yours for the asking. It tells you how to make 

really big money, whether you're now worrying along 

eo with 2 to 5 home sales a year or whether you're 

Fey building many homes. It tells how to build more homes 

oh faster, turn over your capital more often, reduce your 
GREATER costs and establish yourself as a leading builder in 


your area. 


PRES) t % : Start now to dominate the building market in your 


community. Just drop us a line on your letterhead 
asking for the Peaseway Plan. Within a few days 
you'll receive the full story. Remember—the number 
of Peaseway franchises still open is limited—so don't 
delay, write today! 


Write or phone: George R. Smith 


EXCLUSIVELY YOURS! PEASE woopworK company, INC. 


CINCINNATI 23, OHIO 
“In busii in Cincii i since 1893"’ 








Peaseway “New-Design” homes—the FIRST prefabri- 
cated CONTEMPORARY design homes in America— 
exclusively yours in your market when you become a 
Peaseway franchise builder-erector. 


These “New-Design” homes are big news in the home- 

building market. They're designed by three of the 

nation's leading contemporary architects. The Pease- i elle kaniek Sx aoa 
way Eastwood, Crestwood and Archwood are 2, 3, known contemporary architect 
and 4 bedroom homes. They offer quality, durability, Oscar Stonorov—A.L.A.—A.LP. 
livability, and easily-cared-for spaciousness. And they 

sell easily! Peaseway homes are FHA approved. 


In addition to the Crestwood, Archwood and Eastwood, 


PeaSeway 


atc vu S PaT OFF 


+ + « first in better living. 


Two bedroom home. Modern as 

eastwood * this moment. Designed by Robison 
Heap noted contemporary or- 
chitect. 
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“ELECTRIC ranges help me 


stay ahead of competition,” 


says 
Mr. Joseph P. Lenny 
Runnemede, N. J., builder 


The kitchen in the Cinder- 
ella Home haselectric sink 
and dishwasher, kitchen ven- 
tilating fan and automatic 
clothes washer. The range? 
... of course, it’s ELECTRIC. 


Mr. Lenny calls this his 

Cinderella electric home. 
He sold 25 the day he opened 
his model house at Runne- 
mede, N. J., last Fall. There 
are 4 rooms with expandable 
attic for under $10,000. 


“In my experience, most home buyers can’t resist an all-electric kitchen. 
And the kitchen can’t be all-electric without an Electric Range. Although 
my homes are moderately priced, I offer this plus item and it helps me stay 
ahead of the field.” 

Builders like Electric Ranges because they help se// houses. Home buyers 
look for Electric Ranges because they're clean, cool, economical and fully 
automatic. Why don’t you attract more home buyers by offering them a 
modern Electric Range? 


ELECTRIC RANGE SECTION, Netionel Electrical M 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + COOLERATOR + CROSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC + GIBSON 
HOTPOINT «+ KELVINATOR + LEDO « MONARCH + NORGE + PHILCO «+ UNIVERSAL « WESTINGHOUSE 
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Youre HOUSES Wit 
ELECTRIC A> 
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BEST HOMES, INC. @ 


4 





HOW MANY 


homes like this can YOU sell? 








MR. REALTOR! Here’s your BEST sales opportunity... 


If you have more buyers than homes . . . if you 
know you can sell low-priced homes that are 
ready for occupancy — then here’s a real oppor- 
tunity! BEST homes are now being delivered 
within a 500-mile radius of Peoria, Illinois. Two- 
bedroom and three-bedroom sizes are available 
— with a choice of elevations. They’re priced 
from about $7,000 A.F. of L. built 


Powerful newspaper advertisements, radio 
copy and beautiful hand-out literature 
help you sell more BEST homes 


Thousands of BEST homes have proven 
themselves already — BEST dealers have 
tripled in the past 2 years. There's sales 
magic in the name “BEST”! 


gest 


accepted for FHA and GI financing. 

You and your builder can team up for profitable 
building and selling of BEST homes. Dozens of 
realtors are doing this now — securing BEST 
homes on an exclusive franchise. It’s a sure way 
to make volume sales while avoiding building 
and financing headaches. Write, wire or phone 
for full details now! 

~ BEST homes’ low down-payments and 


low monthly cost gives you the sure-fire 
sales argument of payments less than rent! 


BEST homes have automatic oil furnace, 
nationally-known sink and kitchen cabi- 
nets, “Kentile” floors . can be built 
with or without basement. 


Member Prefabricated Home Manufacturing Institute 
and National Association of Home Builders 





Owner 


628 W. 


LAKE STREET @ 





PEORIA, ILLINOIS 
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How to raise value 
WHHOUT 


raising the lid / 


Even when there’s a definite “lid” on home building costs, you can 





still increase eye-appeal—salability. The answer is Curtis Woodwork. It adds 


the extra distinction that means extra value—at a cost that fits 


comfortably into a modest building budget. Here are the reasons why: 


: 
f 


it's herd to believe that this beauti- 
fully proportioned Curtis entrance with 
its fine detailing is sor bly priced. 
This design—No. C-1742—shows why 
Curtis entrances provide more for the 
money. Frame is of durable ponderosa 
pine with oak sill, and consists of cap, 
jambs, casings, pilasters, architraves, 
plain or threshold sill and apron. 





Curtis makes ao complete line 
of architectural woodwork 
and kitchen cabinets for the 
modern home. Moke your next 
house “all Curtis.” 


C 








There's no need to forego the charm 
of a well designed mantel—if you choose 
a Curtis design. This mantel—C-6074 
—is of Colonial origin, but differs 
decidedly from those of the eighteenth 
century, reflecting the changes of our 
modern living. It follows that trend, 
without sacrifice of beauty and detail. 
The bowed fascia accentuates its charm. 


You'll want ill 


A te , 


storage space is casy to 
provide—at modest cost—with a Curtis 
cabinet like this. The fibrous composi- 
tion molded “shellback” may be painted 
a different color than the cabinet. There 
are three scalloped and molded edged 
shelves above counter and one in lower 
compartment. Made only for corner 
installation. Design C-6515. 





ibing Curtis Wood- 


work and Sientite Windows. Just mail the coupoal 





Curtis Companies Service Bureau 


RG-7W Curtis Building 


i866 Cliaton, lowa 


) 





«) ive home builder, 





Please send me literature on Curtis Archi 1 Woodwork 
lam ( ) architect, ( 
( 


) student. (Please check above) 


WOODWORK 
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Now we never have any messy dishes setting in 
the kitchen any more. We just put them in the General 
Electric Dishwasher and forget them! They come out so 
very clean, too! It’s so nice to stack the dishes in it late at 
night, too, and go right to bed soon after company leaves!” 


Here’s Mr. Lemon calling on the Hatfields 
of 2421 McLean, Wichita, Kansas. 

The Hatfields have occupied their new home for 
more than 6 months now, and Mr. Lemon, the 
builder, is anxious to learn how Mrs. Hatfield really 
likes her G-E Kitchen-Laundry. 


was 
44 . 
The twins and! were just doing the luncheon dishes 
Mr. Lemon. It’s wonderful to wash away garbage with the 
General Electric Disposall® and forget the mess of garbage 


cans and garbage trucks! Every housewife should have one!” 


he 3 
47 © 
Oh, the girls want to show you all the milk we keep 
in our General Electric Refrigerator. We certainly need 
lots of refrigerator space—and do we have it! Why. 1 have 


enough space to keep a whole week's supply of fresh and 
frozen foods!” 
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this in my new home 
for only $5.80'a month! *” 


Builder Clarence M. Lemon calls on Mrs. Jack E. Hatfield 
—and is convinced, more than ever, that it’s mighty smart to include 
the General Electric Kitchen-Laundry in the houses he builds! 


4 . . _ ; 

! had never used electric cooking before. The thing 
that plezses me most about the General Electric Range is its 
speed and cleanliness. And the complete safety of this range 


gives me real peace of mind with our active four-year-olds!” 


radi .. 1 need run my G-E Clothes Dryer only a short 
time. No more carrying of wet clothes, no more clotheslines. 
no more clothespins for me! I certainly wouldn't want to 


part with this labor-saver and time-saver!” 


4é * 

Before | moved here, washing was quite a prob- 
lem. But now that I have a General Electric Washer, | can 
wash soiled clothes at night—or at any time that is conven- 


ient. And, they come out so dry that .. . 


“The best part of it all is that all these 
appliances were included in the total cost of 
the house. It costs us enly $5.80 a month 
extra to own them. We would have been 
mighty silly not to have taken advantage of 
this opportunity!” 


‘ 
“We sold our entire project of 49 houses 
the very first day. We included the 
General Electric Kitchen-Laundry be- 
cause we felt it gave our homes a dis- 
tinct advantage over others selling in 


about the same price range.” 


¥ Kitchen-Laundry equipment includes G-E Spacemaker Refrigerator, G-E 
matic Dishwasher and Disposall,® 
G-E Automatic Washer, G-E Dryer, and G-E all-«teel Base and Wall 


Leader Range, G-E Sink with Auto 


Cabinets. Heme Bureau, General Electric Co., Bridgeport 2, Coon 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Floyd S. Padgett of Colorado Springs, Colorado, started in the real estate business in 1923. Very_active 
in real estate and civic circles, he has served as president of the local Board of Realtors, Insurance Board, 
Chamber of Commerce, Kiwanis Club, Oaarets Association of Real Estate Boards, Colorado Association 
of Insurance Agents, Institute of Real Estate Management State of Colorado. He “also was awarded the 
Achievement Realtor Cup for 1950 by the Colorado Springs Board. Mr. Padgett is active in real estate 
management, home building, general "hadbicane. and general insurance. 


“We will never stop our sponsorship of 
Perfect Home Magazine as long as we 
remain in business,” 


Says Floyd S. Padgett, Colorado Realtor-Builder 


Wt SPONSORED Perfect Home Magazine in our community for several 
years before the war,” says Floyd S. Padgett of Padgett Realty Company, 
Colorado Springs. “For some reason we stopped during the war years and then 
resumed again three years ago. During that period of interruption we were 
called by many people who had been on our mailing list wanting to know why 
they were not receiving our magazine. 

“We have found Perfect Home to be the finest magazine of its type in the 
field and we are proud to sponsor it. The articles on ‘home’ are outstanding and 
the quality of paper, design, pictures and the entire magazine are the finest pos- 
sible. We now feel we will never stop our sponsorship of this magazine as long 
as we remain in business.” 

We, the publishers, like to think such praise is the logical result of what 
Perfect Home Magazine should be and do for its sponsors. We — its 
preparation with the same attempt at thoughtfulness, beauty of handling, qual- 
ity, and authenticity which characterize the finest magazines of today. Our 
staff of experienced writers, artists, and designers comb the country for the 
best in home design, construction, and decoration — and we present this as the 
sponsor’s own story. Perfect Home Magazine is national in scope but local in 
Be yo 

spreading editorial, art, and other preparation costs among its users 
Pow A out the nation, and by sharing the local reproduction and mailing ex- 
pense among the selected, reliable, local building factors who benefit from it, 
costs to everyone are nominal. 

A limited number of exclusive, annual, renewable franchises are still avail- 
able in certain communities to established real estate, home building, or home 
financing organizations of unusually high qualifications. If interested, address 
your inquiry to 


PERFECT TOM 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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When You Feature the 
Consumer Advantages of 


ZONOLITE 
PLASTER: 


Builders in every section of the country are finding 
—even in these days of housing restrictions—that 
they can sell homes in every price bracket, in /ess 
time and make a better profit . .. when they empha- 
size the consumer advantages of Zonolite vermicu- 
lite Plaster Aggregate. 


SEL. THE EXTRA FIRE SAFETY OF ZONOLITE PLASTER! 
It blocks the spread of fire up to 4 times longer 
than other materials. Many a home has been saved 
from complete destruction because Zonolite plaster 
kept the fire confined until help arrived. Zonolite 
plaster is the most firesafe material you can use for 
walls and ceilings. 


SELL NEW TOUGHNESS AND RESISTANCE TO CHIPPING! 


Lightweight Zonolite plaster is so tough and resil- 
ient you can drive picture nails and hooks into it 
without chipping! 


SELL ADDED INSULATION VALUE! 


ae pn laster gives added insulation value on 
® walls and ceilings, a real plus value. 
Chicago Builder Lauds Zonolite If you are now using Zonolite vermiculite Plaster 
P Bo! Aggregate . . . don’t miss one of the top sales fea- 
C. E. Adrian, whose Chicagoland tures in your homes. Let the prospect know just 
homes feature Zonolite plaster, ; how ond better your home is ) re of Zonolite! 
says, ‘“Zonolite vermiculite plaster Tell him, you'll sell him! If you Saven’t used light- 
in my homes gives me an unusual , weight Zonolite plaster . . . get the full story of this 
selling feature. I find customers ; amazing feather-light aggregate by mailing this 
greatly impressed with Zonolite’s coupon now! 


properties.” 
ZONOLITE COMPANY 
135 S$. Le Salle Street, Chicago 3, Ilinois 
{SS aE Se ee ee 


# Zonolite Co., Dept. NREJ-71 
135 S. LaSalle St., Chicago 3, til. 


Gentlemen: 


ry | L Zonolite plaster certainly sounds good to me! Send me 
full details right away. 
now! 


ee ee ee ee ee ee ee ee ee ee ee 
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coe that’s all 
in the new American- Standard 








American-Statrdard 


First im heating..-.first in plumbing 
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it takes to find complete heating information 





Warm Air Heating Catalogue 


@ Thenew American-Standard Warm Air 
Heating Catalogue is packed with de- 
tailed information about a complete line 
of top-quality heating equipment. Yet 
it is so compact . . . so simply arranged 

. that you can find full information 
about any product in six seconds time. 
(That's how long it takes to turn from 
main index to selector guide to visual 
unit.) 

All product information—installation 
and application data, dimensions, con- 
struction details, cutaway illustrations, 
etc.—is always in the same place on each 
page, making it easy for you to compare 
models and select the best one for your 
job. No wading through unrelated mate- 
rial... you can turn directly to the exact 
information you want. 

The extensive line of warm air heat- 
ing products by American-Standard in- 
cludes winter air conditioners, warm air 
furnaces, and conversion burners—plus 
the new Mayfair Summer Air Condi- 
tioner and the electronic Magne-filter 
Air Cleaner. Whatever the type of in- 
stallation . . . or the type of fuel to be 
used . .. a wide range of models allows 
you the widest latitude in designing and 
styling. Contact the American-Standard 
sales office serving you for further in- 
formation on American-Standard prod- 
ucts and the new Warm Air Heating 
Catalogue. American Radiator & Stand- 
ard Sanitary Corporation, P. O. Box 
1226, Pittsburgh 30, Pa. 


Le 
a 
a, 


wg 


aD 1 ETE, 
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Aerial view of Mt. Vernon Park, the 
remarkable 800-home project of Ralph 
Shirmeyer at Fort Wayne, Ind. 100% 
National Homes. 


TOR 
sunose @ BF af 


eve 


pre Pioneer Dealer says: ‘Service 
oe 2 MOON and Quality have always been 
Satisfactory in Every Way” 


rice, President Ralph Shirmeyer of Fort Wayne has 
Corporation won solid success in a highly com- 
petitive market by concentrating on 
seal National Homes — the line that of- 
aler for Ne nh 
a pioneer 2e0heF Oh a9 — fers most to dealers, most to buyers. 
geste Read his letter below. 


through the yeeres R A “3 
ss fac rT ce an Our dominant national advertising 
0" . 
: campaign has already pre-sold your 
capnisned in the FOr’ | market on famous National “Thrift 
es tion + 
enviable ei 


gones nave veen FFM A ory por Homes”. If it is still open for deal- 
4 compans . * . 
: reg ership, write or wire us today! 
cain ar om NATIONAL HOMES CORPORATION 
RALPH lepy SHIRMEES Lafayette, Indiana 

EASTERN PLANT: HORSEHEADS, NEW YORK 
ireeyer * 





ec onomy 
ne ene publice 


Ralph be 
president Have you seen our ads on “Your National 
Home Magazine”? it's a big 64-page maga- 
zine devoted to helping dealers sell National 
Homes. Nothing like it in the industry. Send 
25e for your copy—it will be a revelation! 


e 
NATION’S LARGEST PRODUCERS OF PREFABRICATED HOMES 
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The Washington Column 


Washington, D. C.— Enough Congressmen are 
cooling toward controls that the final Defense Pro- 
duction Act will probably be a much-watered-down 
version, The consensus here is that prices won't be 
rolled back. Housing rents will be allowed to rise and 
local option will be continued. Commercial rents will 
not be controlled. Housing credit will be relaxed, and 
existing housing won't be placed under credit con 
trols. 

* > > 

Congress is under terrific pressure to relax Regula 
tion X on GI sales under $12,000. The VFW has been 
leading the fight. It is expected that Congress will 
substitute a 6% downpayment on GI sales up to $12, 
000 instead of the present sliding scale under Regula 
tion X. Some quarters believe, however, that May 
home building starts, which were up over April, may 
dampen chances for much relaxation. 


> . * 

Builders in Los Angeles County have raised an 
eyebrow over the government's designation of Cor 
ona, California as a critical defense area. The builders 
feel that this designation borders on misrepresenta- 
tion because the alleged “emergency” housing is for 
persons to be employed at the new Guided Missiles 
Laboratory. Actually, the builders point out the 150 
new units at Corona are for employees of the Nation 
al Board of Standards, an existing federal agency 
which is extending its operations out of Washington. 

> . 


. 

Dollar Volume of federal public housing, sustain 
ing its steady increase over last year, is now 179% 
higher than the 26-week period of 1950. Meanwhile, 
the American Institute of Architects for the first 
time has had some unkind words to say regarding 
public housing. AIA spokesmen said recently that 
some architects commissioned to draw up plans for 
public housing projects had been asked to give kick 
backs from their fees to local political organizations 
And architects complain, too, that PHA eliminates 
their pet ideas and improvements, leaving only a 
stock plan. 


> > > 
Defense Mobilizer Charles Wilson says that the 
total volume of 1952 new construction probably will 
run about 80% of the 1950 level. Public industrial 
and military construction will be far above 1950; 
residential will be below 1950, but not less than 1951, 
says Wilson 
iar tae 
HHFA will issue statements from time to time 
giving the amounts of steel, copper, and aluminum 
available for the construction field, which may or 
may not be enough to meet the housing iarget. 


> . . 

Here’s an example of Washington double talk: On 
June 15, it was said that NPA was considering put 
ting more teeth in its M-4 order which banned $35. 
000-up homes and three-floor apartments. The 
“teeth” would ban construction of houses costing 
more than $10,000 or $12,000. A few days later, NPA 
authorized a slight easing of M-4, said that the kinds 
of construction shown on the “B” list would be allow 
ed to proceed if materials involved were “insignifi 
cant”... required less’ than three tons of steel 


Tax een epee on the profit from the sale of a 


home when the proceeds are used to buy a new home 
is expected to be law by September 1 but will be 
retroactive to January 1, 1951. 
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Advertisement 


UNUSUAL KITCHENS planned to accommodate “home-size” 


Frigidaire appliances in compact Florida apartments 


LOCATION: Daytona Beach, Florida 
ELTON J. MOUGHTON, Architect 
LAURA FAIR FERRAN, Owner 


LAG LARPS ne EH RE LITE OE 


Economical use of floor space in the compactly designed 
Ferran Apartments allowed the installation of “home- 
size,” instead of “apartment-size” appliances. Following 
are the reasons for this departure from the usual: 


“The slight cost over apartment-size models has 
proven one of our best investments,” Mrs. Ferran says. 
“Our manager reports many rentals are made in the 
kitchen with a prospective tenant. Seeing our full-size 
Frigidaire range, refrigerator and table-top water heater, 
they usually say, “If the rest of the apartment is this nice, 
we'll take it. 


“This situation speaks of.immediate benefits. But our 
choice of Frigidaire products was made on a long-range 
basis. And we knew both from their reputation and from : 
Home-size Frigidaire appli- 
a ances like the model RO-40 
products would give us dependability. low current and ‘a c range (above, at left), the 
. “ls =| ble - or heat 
maintenance costs, year after year. ; table-top water heater 
i (above, at right), and the 
Find out about the complete line of standard and a SO-73 refrigerator 
> a ere P . . age (left) are standard equip 
apartment-size Frigidaire appliances. For full informa- ‘ ah 
o ment in each one of the 
Ferran Apartment kitchens. 


our own personal experience with them, that Frigidaire 


tion, call your Frigidaire Dealer, Distributor or Factory 
Branch. Find name in the Yellow Pages of your phone 
book. Or write Frigidaire Division of General Motors, 
Dayton 1, Ohio. In Canada, Leaside (Toronto 17), Ont. 


FRIGIDAIRE ainerica’s no. 1 tine 


of Refrigeration and Air Conditioning Products 


Refrigerators * Food Freezers + Water Coolers + Electric Ranges 
Home Laundry Equipment + Electric Water Heaters + Air Conditioning 
Frigidaire reserves the right to change specifications, 


or discontinue models, without notice Electric Deh er se: 2 





ial Refrigeration Equipment 
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OUT OF CONTETION 60s 600 0606bo0sboeossntonenneceeen 


' ALES ARE SLOW. People aren't buying. Downpayments are too 
high. Mortgage money is tight. And there are a score of other 
reasons why this swan song is being sung by many members of the 
real estate and building industry. But, in between grumbles, let's take 
a look at the principal reason for sliding sales volume. 

In our travels around the country we've talked with numerous 
real estate men and home builders and we've heard about poor busi- 
ness conditions. And then we've gone out and talked with prospective 
home buyers and with owners who have listed their properties for 
sale. We haven't found a poor market . . . we've found a rich one . . 
ready for the right kind of cultivation. 

Some of these owners, most of them with lower-priced property, 
have listed their homes and never had the salesman call back. “I 
don’t know why we didn’t try to sell it ourselves,” they say. “All the 
salesman does is send people out once in awhile and we have to show 
them through the house. What kind of service is that?” Blame them 
for asking that question? A lot of them are . . . and it’s reasonable 
that they should. 

And many prospective buyers feel that they’re getting the run 
around. They aren't prospects for luxury homes. They'd like to have 
a home of their own for about $8000, but they know they'll have to 
pay $11,000, maybe $12,000, so they’ve scratched together enough 
for a downpayment. If they call on some real estate organization for 
help, not very much interest is shown in their needs. They are re 
ferred to a salesman who may give them a list of properties to see for 
themselves. Or he may condescend to show them a few. But he really 
hasn't the time to spend on small transactions. He’s too busy com 
plaining about the denetls of big sales. It’s a sale-on-the first-trip-or 
nothing proposition with him. 

Meanwhile, there are some real estate builders who are sitting by 
with houses on their hands. They’re moaning about market condi 
tions, but take a look at their houses. They’re all alike, except for 
color .. . same block shape, same setback, same absence of originality 
... the same houses that were selling like hotcakes a couple of years 
ago when people were so house-hungry almost anything would do. 

We can't help but remember the story about the amateur golfer 
whose golf balls landed on an ant hill. The golfer arrived soon after 
the ball, adjusted his stance, swung, missed the ball, and killed five 
ants. He regained his balance, swung again, missed again, and this 
time killed 10 ants. The golfer was being carefully watched by two 
ants who had thus far survived the massacre. One ant said to the 
other: “This situation is getting critical.” The other ant replied: “It 
sure is. If we want to live, we'd better get on the ball.” 

In the scramble to make a profit, some people in the industry have 
become lazy. There are those who have become so accustomed 
to selling a large piece of merchandise and reaping a sizeable com 
mission with little effort that they've lost their sense of selling. 
Publi They've forgotten all about the little fellows and what they need and 

ublisher . The nc? “ 1? 
what they want. They’ve forgotten that “getting on the ball” is a good 
solution to a critical situation. 

A lucrative housing market exists today. It isn’t a “sit-back-on- 
your-heels” market. It’s a market that requires honest-to-goodness 

Managing Editor selling and building for what people want and desire. Unless we con- 
Bos Fawcett dition ourselves to that kind of market and work hard to cultivate it, 
Associate Editor we'll be complaining about poor business for some time to come. 
Ricuarp W. Royer —B.F. 
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Mortgage Money . . . More or Less? 


Will the government boost FHA and VA interest rates to get lenders 
back into the mortgage market? How long will the present dearth 
of mortgage money last? Will government bonds be repegged? 
How much money can the government be expected to lend direct- 
ly? The author, whose past predictions in the Journal have proved 
correct, sums up the current mortgage situation and offers his 
experienced opinions about what is going to happen in the future 
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By HOWARD J. LUDINGTON* 
President, H. J. Ludington, Inc. 


Buffalo and Rochester, New York 





§ here mortgage market at the 
present time is in approximate- 
ly the same condition as the fellow 
who went to the hospital suffering 
from acute indigestion and woke 
up to find he was convalescing 
from not only indigestion but an 
emergency appendectomy which 
the doctors threw in for good 
measure. 

The nation’s lending institutions 
began early this year to indicate 
discomfort in the process of digest- 


July, 1951 — Navionat Reau Estate anv Burtpinc JourRNAL 





ing the unprecedented volume of 
mortgage louen for which they 
committed during 1950. Many of 
them began to curtail their lending 
activities and several of the larger 
institutions were out of the mar- 
ket to all intents and purposes as 
early as January. 

Then in March, when the Fed 
eral Reserve Banks ceased to main 
tain government securities at 
pegged prices, the majority of 
lenders found themselves forced 
to liquidate government bonds be- 
low par in order to meet their out- 
amills mortgage commitments. 

As a result, there has been a 
wide-spread withdrawal from the 
mortgage market with a subse- 
quent build-up of mortgage paper 
in the hands of mortgage com 
panies. 

This in turn has acted to dis- 
courage builders seeking construc- 
tion money and permanent loans 
and there has been a sharp decline 
in the number of building starts 
due to the tightness of this market. 

The availability of mortgage fi 
nancing is the very life blood of 
the building industry. For in 
stance, when mortgage money is 
plentiful many houses are con 
structed. On the other hand when 
money is tight production decreas- 
es. 

For many years the cost of ma- 
terials and labor for housing has 
continued to rise which has re- 
sulted in the cost of homes approxi- 
mately doubling in price since 
1940. Interest rates are the only 
item that has gone down. 

Painful as the process of recov 
ery may be, however, there is 
every indication that the patient 
is improving and by this Fall 
should be in good health, though 
not as wildly exuberant as during 
the past few years. 

Money is just as plentiful to- 
day as it was six months ago, but 
there is a different price tag on it 
at the moment. The supply of 
mortgages far exceeds the demand 
and, in order to place loans, they 
must be offered at reduced prices. 
The current Macy-Gimbel sales 
are vivid examples of what devel- 
ops with an over-supply of any 
type of merchandise. Mortgages 
are no exception. 


*Mr. Ludington has been active in the 
mortgage field for many years on a na 
tion wide basis. His company, one of the 
nation’s leading mortgage banking firms, 
was one of the pioneers in the marketing 
of FHA mortgages and during the past 
year and a half has handled more than 
70 large rental projects, including 608s, 
207’s and Title VIII (military housing) 
projects. 


A major problem from the lend- 
ers’ viewpoint, of course, is the 
matter of yield. It is apparent that 
when they have to sell government 
bonds at a discount the yield is de- 
creased and FHA 414’s and VA 4's 
lose much of their attractiveness, 
despite the insurance and guaran 
ty alaeee. 

The interest rate on convention- 
al loans has increased on the aver- 
age approximately 4% of 1%, the 
rate now being from 5 to 514% 
Builders who in the past few years 
have been getting discounts on 
construction money are now pay- 
ing up to 6% and in some cases 
more for this financing. 

Some bankers are looking for an 
increase in the interest rate on 
VA and FHA mortgages, but it is 
believed this is wishful thinking 
because there seems to be no indi- 
cation that government officials 
are giving serious consideration to 
such a move. 

There certainly would be great- 
er stability in the mortgage mar- 
ket should FHA increase its inter- 
est rate by at least 14 of 1% and 
VA increase its rate by at least i) 
of 1%. 

When the mortgage rate is fixed 
by law at a level that is unattrac- 
tive to lenders, capital will flow to 
other types of investment. For 
example, institutions will turn to 
high-grade bonds providing better 
net yields. 

However, it just does not seem 
to be in the cards at the present 
time for any increase in the rates 
on insured or guaranteed mort 
gages. It is much more likely that 
there will be a substantial increase 
in the amount of government di- 
rect lending should government- 
insured and guaranteed mortgages 
fail to find a market at the present 
interest rates 

The threat of direct lending at a 
low interest rate means more in- 
flation. This should be avoided at 
all cost because by establishing low 
interest rates for mortgage lending 
we are playing right into the 
hands of “old man inflation.” 

The writer has often stated in 
the past that enforced low mort- 
gage interest rates prevents the 
free flow of mortgage funds and 
causes a general tightening of the 
mortgage market. 

The Federal Reserve Board 
which is composed of some of the 
country’s leading citizens, men 
well versed in all phases of our 
economy, is endeavoring, in my 
opinion, to put the brakes on infla- 
tion and rightly so. This, the writ- 
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er believes, means higher interest 
rates, eventually. 

The issuance of the 2% govern- 
ment bonds in place of the 21’s is 
an indication of higher interest 
rates. 

Of great assistance in solving the 
problem of mortgage financing 
would be the creation of a central 
mortgage bank. Such an institu 
tion would provide the necessary 
resale or discount facilities which 
are not available today in the 
mortgage field. 

This proposed institution, pri- 
vately financed and operated could 
be modeled after the Federal Re- 
serve System with a central bank 
board and district banks. 

The function of the Federal Na 
tional Mortgage Association should 
be to provide liquidity for mort- 
gage loans in period of stress and 
not be used as a market place in 
which institutions can sell their 
loans simply to acquire funds for 
new mortgage investments. 

Despite the current maladjust 
ment, it is believed that by fall 
there will be an increased demand 
for FHA mortgages balanced 
against a sharply decreased sup 
ply. 

Regulation X and the tight 
money market have combined to 
cut building starts sharply. When 
the mortgagees start looking 
around for loans again, it is felt 
that they will find them in short 
supply. 

Commitments made last year 
are now being filled and by the 
end of the summer a large volume 
of these mortgages will have been 
delivered and more and more 
mortgagees will be returning to the 
market. 

Meanwhile, funds continue to 
flow into insurance companies, 
and deposits in savings bene and 
savings and loan,associations have 
increased steadily since March 
with a particularly sharp rise dur- 
ing May. 

It is interesting to observe that 
many astute mortgagees are quiet- 
ly adding FHA mortgages at the 
bargain levels to their portfolios. 

The accumulation of funds 
through additional insurance sales, 
increased deposits and amortiza 
tion of present mortgage portfolios, 
combined with a drastic decrease 
in the number of mortgage loans 
available will combine, in my 
opinion, to bring the mortgage 
market back to a near normal posi 
tion by fall of this year. By that 
time FHA mortgages should de- 
mand a premium. 
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Merchandising Built-For-Sale Houses 


By ARTHUR R. STORM, 
Realtor-Builder* 
Teaneck, New Jersey 


KNOW of no instance where it 

is more important to think in 
terms of the other man’s needs 
than in your contacts with builders. 
We can all use it in connection with 
prospects and customers, but when 
you are trying to sell your services 
to a builder, it is definitely a must 

If a builder does not have his 
own real estate organization he 
cannot arrange the many details 
in the sale of a development house, 
in my opinion, as well as a selling 
agent. The smart agent is going 
to sell this service to a builder and 
become the builder’s sales repre 
sentative. 

Too many sales agents show a 
model home to a prospect, locate 
the builder somewhere on the job 
or in his office, and then take two 
* Mr. Storm’s remarks were originally 
presented at the Asbury Park Sales Clin 
ic conducted by the New Jersey Associa 
tion of Real Estate Boards 
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Whether you are building homes for sale and have your own sell- 
ing organization or want to act as sales agent for a builder, the 
competition for today’s buyer demands an increasing degree of 


merchandising aptitude. Salesmen must be trained to know more 
about their product, offer more services to both buyer and builder, 
deliver a complete package. The author, a real estate -home 
building executive himself, tells how to increase project sales 


steps back, expecting the builder 
to close the deal. Well, that isn’t 
so funny, but the funny part is 
that that sales agent also expects 
to collect a commission. 


The sales agent should offer the 
complete package and then deliver. 
What is the complete package? 
Remember that facts are righter 
than but it is easier for 
many of us to guess. When we do 
that on developments, we wind up 
behind the eight-ball, not only 
with the customer and the cus- 
tomer’s attorney, but with our 
builder and with our fellow sales 
people who are working the de 
velopment with us. 


guesses, 


These are the things I try to do 
and try to teach my salesmen to 
do 

When we talk to a builder about 
being kind enough to retain our 
services as a sales agent, the first 
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thing we must do is obtain a plot 
plan. We must know what model 
is going into each plot; we must 
familiarize ourselves with the re- 
strictions; we should know the 
distances to the shopping district. 
schools, amusement places, 
churches. We should know about 
all forms of transportation. We 
should have a list of extras from 
our builder, so that no matter what 
Mr. and Mrs. Jones may want to 
know pertaining to the cost of 
some particular extra they have 
in mind, we can give them the an- 
swer. 

It seems to me that it is im- 
perative that we familiarize our- 
selves with the amount of down- 
payment required for each house 
in the development. They will 
vary. You will have some bunga- 
lows and some two-story houses, 
some small ones and some large 
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ones. It is highly imperative that 
our sales organization be equipped 
with the information pertaining to 
the highest G.I. commitment ob- 
tainable, and also the highest civil- 
ian commitment. 

My salesmen should know at all 
times how to figure a 15-, 20-, 25-, 
or 30-year mortgage at either 4, 
414, or 5% interest. This is be 
cause the buyers’ requirements 
may vary, plus the fact that some- 
times this credit information is go- 
ing to compel you to obtain for 
them a mortgage running for a 
shorter term, with perhaps a little 
higher interest rate, in order to 
get the leading lending institution 
to go along with it. 

I think signs are very important. 
I know that we get more inquiries 
from our signs than our newspaper 
ads. Therefore, I say that signs are 
very important with your develop- 
er. Not only that, but you should 
dictate what goes on the signs. I 
have always told the builder what 
was to go on the sign, what colors 
it was to be painted, and that he 
had to pay for it. And builders will 
pay for it. 

It is very important to the build 
er that you and I find out what 
draws the customer, because the 
builder wants to spend his money 
in the most advantageous advertis- 
ing medium. The only way you 
can inform your builder at your 
weekly meetings with him is by 
checking with your own sales or- 
ganization. Some will come 
through recommendation; some 
will come because of signs; some 
by accident; and some by the ad 
in the daily paper. It is very im 
portant that we know that. 

When you are endeavoring to 
sell your services to a builder, you 
should inform him that you have 
made arrangements for publicity 
articles. Before he makes a com 
ment, you should tell him that you 
will get just as many prospects 
from a good publicity anticl 
you will from an ad. 

The preparation of the short 
form or the agreement of sale or 
the offer to purchase — whichever 
you may call it — is most impor- 
tant. In our office, on our babe 
ments, we have now established 
the policy where we will take no 
deposit less than $200. It used to 
be $25 and that was a waste of 
time. When a prospect gives you 
a $25 or $50 deposit, he is not seri- 
ous. Get $200 and go home and 
tell your wife you made a deal. 
Your percentage of cancellations 
with a $200 deposit is much less 
than if you accept a small deposit. 


e as 
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Be sure to put all the details in 
your agreement of sale. That is 
your commission. If you flop on 
your short form and some lawyer 
fixes it up and says, “This is void,” 
or “it is lacking in this,” you don't 
have a deal. What is the use of 
your taking a deposit and spend 
ing your time to prepare an origi 
nal agreement of sale and elimin 
ating something that makes it a 
binding deal? Pay as much atten 
tion to your agreement as you do 
to any other acumen Your sec 
retary won't have to ask a single 
question in order to prepare the 
form of contract. 

I think it is important that we 
explain the advance payments 
necessary. And I think also that 
if you are selling a $20,000 house 
in a development, and take 10% 
down on signing the contract, leav 
ing $18,000 coming from the buy 
er to the builder, and the highest 
construction loan he can get is 
$14,000, the builder is $4000 be 
hind the “eight-ball” the minute 
you handle the transaction 

Get yourself in right with the 
builders by taking 10% down on 
the contract, which on a $20,000 
sale would be $2000. That leaves 
$18,000. The builder is going to 
get a 14,000 mortgage. That leaves 
$4000 coming from the customer 
And just as soon as you make your 
deal with your prospect, divide 
that $4000 by four. Let your 
customer pay his money to the 
builder as the house progresses, 
under some arrangement such as 
when the roof is on, the rough 
plumbing and electrical work in, 
the house is plastered and ready 
for decoration, and when the house 
is finished. 

I think the proper qualification 
of a prospect is perhaps the most 
important thing that you and I 
have to do when talking to a pros 
pect in an endeavor to sell him a 
piece of real estate. Can he afford 
it? Are we going to cause a divorce 
if we let him buy it? After al!. the 
old axiom that you should not pay 
more per month than you make 
per week still holds good — and 
there are many lending institu 
tions which feel that it shouldn't 
be that high any more. 

The preparation of your pros 
pect’s financial statement is very 
important, and I don’t think it 
should be tossed in the hands of an 
inexperienced salesman. If a man 
owns an automobile free and clear, 
show it. If he has $2700 cash sur 
render value in a life insurance 
policy, show it. If he owns $6000 
worth of furniture, show it. We're 
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interested in obtaining a loan, and 
our chances are much better if 
those figures are high rather than 
low. 

We should point out to 
builder that we do all the 
work. I say to builders, “All you 
have to do are three things: Build 
a house, take money from me, and 
sign a deed on the date of title. We 
prepare a contract for you. We 
prepare the FHA and VA papers, 
if any. We prepare whatever fi 
nancial statement is necessary. We 
follow through to see that the clos 
ing comes along, and we attend 
the closing and bring you the 
money. Now, if for that you don’t 
think we are entitled to a commis 
sion, just save your time and ours 
because that’s all we have to 
offer.’ 

And be sure you do offer these 
services to the builder if you want 
to be successful. 

Don’t forget, on development 
sales, to tell the prospect the exact 
amount of tax on the property 
Don’t say. “About $22 a month.” 
Let him know the exact monthly 
carrying charges 

You should be able to give your 
prospect the names of his future 
neighbors, up and down the street 
It is very helpful if we can tell the 
prospect something about his new 
neighbors. 

Actual completion dates and 
actual closing dates are both im 
portant. If you have to guess, guess 
high. The prospect loves to go 
home with a little more money 
than anticipated. In that way, you 
will make a friend 

Remember that successful sales 
manship is 90% preparation and 
10% presentation. The most use 
ful virtue in selling development 
houses, just as in selling old hous 
es, is patience. Harrison Todd has 
said that two-thirds of promotion 
is motion. 

Here is my idea of an excellent 
definition of a customer: The cus 
tomer is the most important per 
son to enter our place of business 
The customer is not dependent on 
us; we are dependent on him. The 
customer is not an interruption of 
our work; he is the purpose of it 
We are not doing him a favor by 
serving him; he is doing us a favor 
by giving us the opportunity to do 
sO. 

The customer is not the outsider 
to our business; he is part of it 
The customer is not a cold statis 
tic; he is a flesh-and-blood human 
being, with feelings and emotions 
like our own, and with biases and 
prejudices like ours. 
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400,000 Californians offered “one-stop” service by 35-acre, $30 million Stonestown shopping center 


35-ACRE TRACT adjacent to a college campus 

and a 700-unit housing development is the site 
of the $30 million Stonestown shopping center in the 
Lakeside district of San Francisco. When completed, 
the center will have a trade population of more than 
400,000 people and will contain more than 700,000 
square feet of floor space. 

Completely designed by Architect Welton Becket 
and Associates of Los Angeles, Stonestown will con 
tain a three-story department store, an 18(0-seat 
theatre, two super markets, a complete service sta 
tion, a 200,000-square foot office haiiding, a five-story 
medical building, two banks, a mall lined with spe 
cialty shops, a “sky-room” restaurant, and six land 
scaped parking areas to accommodate 3000 cars 

All buildings in the center are designed to con 
form to a central architectural scheme and are being 
constructed with concrete, fieldstone, ruffle brick, 
and glass. 

The three-level department store, to be completed 
by late 1951, and its extensive parking areas will 
cover five acres of ground and contain approximately 


a quarter-million square feet of floor area. It will 
have a 100-foot cuneiform tower of porcelain enamel, 
called a “flying wedge,” used to house the elevator 
shaft, penthouse, ventilating fans, and other me 
chanical equipment. Cantilever arcades provide cov 
ered pedestrian passageways along most of the build 
ing’s circumference. 

The L-shaped, five-story medical building will 
have 130.000 square feet of floor space with the top 
four stories devoted to 65 professional tenants. The 
ground floor of the concrete, ruffle brick and field 
stone building will include a bank, post office, phar 
macy, and eight specialty stores. Adjoining the build 
ing, will be a two-level garage to provide parking for 
125 cars. 

Wide expanses of glass, natural wood finishes, and 
extensive indoor planting will be utilized through 
out the building. It will have four-foot concrete “eye 
brows” above the continuous bands of windows pro 
viding sun control. 

The owners and builders of Stonestown are Ellis 
Stoneson and Harry Stoneson of San Francisco. 


Underground delivery conveyors, curb-service shops highlight 70-store Chicago shopping plaza 
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OUR AND ONE-HALF years of planning, in- 

cluding more than two years of negotiating 176 
transactions for land acquisition, was necessary be- 
fore initial construction of the Evergreen Park Shop- 
ping Plaza in Chicago’s southwest side. Scheduled for 
completion in early 1952, the center will have 70 
stores, cover 21 acres, and offer services to Chicago 
and suburban shoppers within a 25-mile radius. 

Arthur Rubloff & Company, Chicago realtors, in 
association with A. R. Glancy, Jr., Roger L. Stevens, 
and Ben Tobin of Realty Associates, Inc., New York 
and Detroit, are developers of the project and a 
A. Fuller Construction Company of Whiting, Indi- 
ana, is the general contractor. 

All buildings will be constructed with fire-resist 
ant materials with buff-colored brick facing and cut 
stone and granite trim. Continuous canopies will pro- 
vide all-weather protection to shoppers along the 
landscaped pedestrian malls. The completed project 
will have approximately 500,000 square feet of floor 
space and approximately 4000 lineal feet of store 
frontage 

Escalators, elevators, and ramps will carry shop- 
pers from level to level and for the motorist there 
will be an entire wing devoted exclusively to curb 
service type stores. Several parcel pick-up stations 
are planned from which purchases will be delivered 
by underground conveyors from two large super 
markets directly to the customer’s car. Complete 
automobile service facilities will be available to mo- 
torist-shoppers. 

Topography of the land has been made to work 
in the development’s favor as site planning of the 
sloping ground provides access from grade and park 
ing areas on two different floor levels and to the curb 
service stores. Use of the land in this manner has 
made available 50,000 square feet of basement space 
for prime sales area with direct sidewalk access. This 
plan has also increased store frontage by 56%. 

An interior semi-circular sales arcade, accessible 
from two levels will include 25 shops devoted to per 
sonal services and eating facilities. 

A four-story department store will occupy approxi 
mately 200,000 square feet of space in the central 
yosition of an L-shaped group of one- and two-story 
buildings. In addition to the department store, other 
businesses now under lease include mens’ and wo 
mens’ clothing shops, variety store, drug store, sport 
ing goods shop, super market, and many other retail, 
home-service outlets for shoppers. 

The Evergreen Park Shopping Plaza is primarily 
designed to serve the motorist-shopper and _ traffic 
counts indicate an average in excess of 40,000 cars 
pass this area every 24 hours. Surveys of population 
in surrounding communities show approximately 
500,000 people live within 15-minutes intent time 
of the center. 

Motorists enter a landscaped and _ flood-lighted 
dual parking area accomodating 2200 cars and the 
developers have allowed 385 square feet of parking 
area for each car. Sixteen retired Chicago police 
officers will be employed to direct traffic. In addition 
to the shopping center parking area. off-site property 
has been acquired for employee parking. 

A 70-foot high neon lighted pylon will guide 
motorists from a distance of several miles and elec 
tric name signs of individual stores will be mounted 
on a continuous sign background visible to approach 
ing cars. 

Aerial photo shown opposite page 
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Streamline Your Office for Sales 


| By ARTHUR D. VAN WINKLE, Realtor 





July, 1951 


Rutherford, New Jersey 


to EXTERNAL appearance of a realtor’s office 
should be attractive enough to command atten- 
tion. Window displays should not be left untouched 
from month to month to catch dust, but rather should 
be kept in a clean and tidy condition. Photos of prop- 
erties which are for sale should be displayed in an 
appropriate manner. 

Walk-in customers should be received by one per- 
son. All salesmen should not jump to their feet and 
rush to the door as soon as a person walks into the 
office. In my office, each salesman is designated a day 
in which all walk-in customers and telephone in- 
quiries are referred to him. In his absence, other 
customers are directed to anyone available. When 
sales people leave the office, it is very important for 
them to athe word where they are going to be and 
for how long. In this way you can avoid having 
customers wait indefinite periods of time. 

If a customer has to wait, make him comfortable 
and give him a magazine to read such as the Nation- 
al Real Estate and Building Journal, the Appraisal 
Journal, the Journal of Property Management, or 
Perfect Home Magazine. 

Here’s a new one I heard about the other day. 
There is a real estate office in Westchester County 
where they offer a customer hot tea on his return 
from inspecting a cold, empty house on a wintry day. 
This idea coald be extended to a cool, refreshing 
drink on a hot day. 

Above all, train your employees to be pleasant and 
courteous to all customers. It always pays to be polite 
and grant the customer a few minutes talk, even 
though he is only looking for a four-room apartment 
to rent at $30 a month. Some day your politeness will 
pay off. 

Telephone calls, in our office, are allocated to a 
salesman in the same manner as walk-in customers 
are. It is helpful if your secretary can learn the name, 
address, ual telephone number of inquirers. Sales 
men and secretaries should be trained to keep names 
of customers and telephone number in an accurate 
manner and also be taught that telephone courtesy 
is a must for office efficiency. 

You have all had customers come into your office 
followed by a flock of their little angels who amuse 
themselves by turning over ash receivers, playing 
with the venetian blinds, and doing other distracting 
things. Train your secretary to entertain the child 
ren in another room, held in reserve for this emergen 
cy, with toys, games, and candy. This practice will 
aid your salesmen and help keep parents from becom 
ing distracted. 

The efficient real estate office will have available 
for each salesman the following three working tools 
1) photo album showing pictures of the properties 
being offered for sale. 2) Street and assessment maps 
of the community in which he is selling property. 
3) A loose-leaf book containing a complete fist of all 
properties listed with the office 

We have found in a small office that it is more 
practical to have short impromptu sales meetings 
than it is to hold them at scheduled times. An ex 
change of ideas and thoughts among the men in the 
office is always beneficial. In my office, we hold group 
discussions of this sort whenever there is a lag. 
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In-Town Country Living 


N APARTMENT “ESTATE” large enough to provide the lux- 
ury aiid privacy of a country estate plus income from apart 
ment rentals, yet not having more than four family units, were 
the requirements met in the construction of a $100,000 project in 
University City, Missouri, a suburb of St. Louis. 

Built on a 80x150-square foot lot from plans of Architect Ber- 
nard McMahon of St. Louis, the two-story, brick-constructed 
apartment is designed in modified “Swedish” modern and stresses 
interior room planning around the needs of the family unit with 
the exterior features designed as a “cocoon” to fit around these 
needs. 

Each apartment has five rooms with an all-electric kitchen 
equipped with General Electric appliances. The first-floor apart- 
ments have an enclosed 17x19-foot terrace room with built in bar 
and a 13x17-foot outside patio. All four apartments have access to 
a 65x70-foot landscaped recreation area, complete with a 25x45 
foot swimming pool. 

One of the walls in each living-dining room area is made entire 
ly of brick and has a wood-burning fireplace set 15-inches above 
the floor to provide a comfortable hearth-stone seat. Built-in re 
cesses have been provided for radio, television and planting 
shelves. 

The opposite wall, in the first-floor apartments, is made entirely 
of glass and separates the dining area from a terraced patio that is 
enclosed with 26 feet of Thermopane glass. 

One of the unique design features is the provision made for an 
18-inch oak tree to continue growing within the confines of one 
apartment. The tree grows through an opening in the concrete 

floor and extends through the apartment roof. Automatic watering 
entrance plan, space for _—, os controls beneath the floor provide the necessary moisture for 
a bn Renae gy ag tae ie Neate growth and the apartment roof is designed to permit the tree to 
area. Pool is flanked by gardens and walks sway slightly in strong winds 


First floor and plot layout shows center hall 
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Compare 


Your Apartment 


Costs 


Are you on or off the operating cost beam for apart- 
ments under your management? Are you spending too 
much or too little for repairs, decorating, fuel, utilities? 
Apartment managers in the District of Columbia pool 
their experiences to help find cost flaws in their own 
operations and compare with past accountings. Their 
findings may be helpful to you in holding down costs 


By CHARLES J. BAUER, Executive Secretary 


Building Owners’ and M s’ 





of Metropolitan Washington 


paging house managers 
in the District of Columbia 
have a yardstick against which 
they measure their cost of doing 
business. This is made possible by 
confidential pooling of their ex- 
perience, resulting in a report giv- 
ing annual cost-and-income data 
for individual buildings, and aver- 
ages for groups of buildings 

The report of 1950 expense and 
income comprises 49 elevator 
apartment buildings, all of which 
have been under rent control for 
9 or 10 years, the newest having 
been built in 1942. The rent con- 
trol factor is extremely important 
since it has seriously limited in- 
come; average rent rise allowed in 
the entire 1941-1950 decade has 
been less than 9%. 

Owners and agents participat- 
ing in the survey are able to make 
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comparisons of their buildings 
with others, and with 1949 as well 
as 1950 averages. Many regret 
that such statistics were not gath 
ered regularly in the past, for in 
that case they would now have a 
most useful blueprint of the eco 
nomic effects of prolonged rent 
control. 

However, even in the short 
1949-1950 span covered by the two 
annual surveys, important changes 
in the operation of elevator apart 
ment buildings appear to have oc 
curred. One such change is the 
conversion in some buildings from 
manual to automatic elevators 
and, in others, abandonment of 
switchboard service. Both have led 
to payroll economies. While the 
bedhdioas reported in the 1950 sur 
vey are not identical with those in 


the 1949 survey, it is perhaps sig 
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nificant that 40.8% of the eleva 
tors were automatic in the former, 
as compared with only 31.7% in 
the latter. Similarly, switchboard 
expense in 26 unfurnished apart 
ment buildings last year averaged 
$9.25 per room, or $2.29 less than 
in the group of 32 like buildings 
reported for 1949 

Operators found that their cost 
had risen while income remained 
about the same: 56.69 cents of the 
income dollar was spent in 1950, 
exclusive of interest, depreciation 
or capital outlay, compared with 
53.51 cents spent the preceding 
year. Inexorably driven by fixed 
income on the one hand and rising 
expenses on the other, owners gen 
erally seem to have turned to ex 
pedients they might have shunned 
in a free market. Maintenance and 
repair, on which they averaged 
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UNFURNISHED ELEVATOR BUILDINGS 





ARRANGED IN ORDER OF OPERATING RATIO (PCT. INCOME SPENT TO OPERATZ), 1950 EXPERIENCE D. C. UNFURNISHED ELEVATOR APARTMENT BUILDING 





Opera PER ROOM PERCENT 
ting 
Ratio 





Expense q-Incom = 
dollars| 


Expense 
dollars jj (Op.Ratio) 


oF INCOME TAKEN BY 
| Payroll | 


Heat 
(#)Handfi red 
(A) Automatic 





Evee 
Est. 


Tax Coste 


Elevators 
(Mt) Manual 
(A) Automatic 


Rent 
Covers 
(B)Elec. 

(G) Gas 


Year 
Built 





137.39 

93.48 
us3.15 
106.26 


328.94 


SESE 
$bE3 


te 
\o 





190.16 
163.39 
149.78 
141.58 

85,59 


ie 


owe teuwnen unre 
- 
| 


8.85 
10.17 
9.48 
u.75 


Hot Water (A) 
Hot Water (A) 
Steam (A) 





Hot Weter (H) 








10.92 
14.16 
119.54 
171.07 
104.96 


IbEseeess 


Ssseseerss) 


LA-1 BG 
1A EG 
la-1 BG 
EG 





<> > x >> > 





Hot Water ( 
Steam (A) 
Steam (A) 
Steam (BE) 
Steam (A) 


eRe 
S33as 


a 
3 
. 


. 





112.11 
134.62 
192,67 
138.07 





| 


00 CA Bm Ble be Pe TOCA 





~ 
~ 
= 


js 





3 
J 


Steam (H) 


BSISEB Sol 
SeSeRRESs 


Steam (A) 
Steam (A) 
Steam (#) 


~ 
7 


| 








Steam (A) 
Steam (A) 
Vapor (H) 
Steam (H) 
Steam (H) 
Steam (A) 


SSSREERSE 


17.71 
19.45 
19.11 


. 


BEESSBisE 
Basseieze 
gesgessistesy 


. 
~ 
° 
mo 
o 


tO el ee 
REPRE KR) PRE 


5O (Some) 





Bl S 


2 


14.76 


_E-15,0-15 





pt 


Report /6,471 




















14.56 























B-14,0-10 1899-1939 

















$32.66 per room in 1949, declined 
last year to $26.17 in the reported 
buildings. Nevertheless this 
totaled about a month’s rent. 

The buildings paid real estate 
taxes of more than $366,000, and 
on the basis of two-thirds assessed 
valuation, are worth an estimated 
$26 million. They represent a lim- 
ited-profit operation since their 
crude net was only $1,667,696, or 
6.41% before any allowance for 
interest or depreciation. 

One great difficulty in develop 
ing an experience exchange for 
apartment houses is the differences 


in types. Flats cannot be compar 
ed with garden type units nor with 
elevator apartments. For this rea 
son the experience exchange is con- 
fined to elevator apartment build 
ings. The FHA, which has become 
a kind of over-landlord in recent 
years by reason of the many 608 
projects it insures, has developed 
some cost records for yardstick 
purposes. The FHA office for the 
District of Columbia recently gave 
out selected cost averages of 15 
garden developments. A compari 
son of these averages with those in 
our 1949 survey of 32 unfurnished 


AiR CONDITIONED BUILDINGS AND OTHERS 





TH ORDER OF OPERATING RATIO (PCT, INCOME SPENT TO OPERATE) 1950 EXPERIENCE D.C, ELEVATOR APARIMENT 


apartment elevator buildings, 


shows extreme differences 


Costs in Dollars per Room for 1949 


Water 

Refuse 

Insurance 

Fuel 

Payroll 

Repairs, Decorating 


+7.64 
20.88 


Total These Items $89.56 








(Including Only Those With Substantial Store Income - See Footnote - Or With Substantial Proportian of 
Furnished Apartments, Or Which Are Entirely Air Conditioned) 
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@ Zach building so marked bad store income of more than $2,000. 
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The above averages well illus- 
trate the higher costs involved in 
older elevator apartment houses, 
which generally are more conveni- 
ently located, have a higher stand- 
ard of service to tenants, and re- 
quire greater expenditures for re- 
pairs and decorating, than newer 
garden developments situated on 
less expensive suburban land. 

But even among elevator build- 
ings differences exist: some are en- 
tirely unfurnished while others 
have a substantial proportion of 
furnished apartments, with higher 
rent reflecting greater capital out- 
lay. Many apartment houses rely 
somewhat on store income while 
still others, being air conditioned, 
naturally command higher rents 

In the surveys, responding 
buildings were divided into two 
groups, the first comprising only 
typical unfurnished apartments. 
The second group was made up of 
six air conditioned buildings, six 
others with at least $2000 annual 
store income, and 11 more in 
which upward of 5% of the apart 
ments were furnished. Averages 
were developed for each of the two 
groups, as well as for the 49 build- 
ings as a whole comprising in all 
4576 apartments with 13,120 
rooms, of which about 800, or 6% 
were furnished. 

Among the more interesting av- 
erages, because they account for 
so large a share of the expense, are 
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Electric 


payroll, fuel and real estate taxes, 
which together take about 30 
cents of the income dollar. All oth- 
er expense accounts for less; the 
average total was 56.69 cents. This 
figure, the percentage of income 
required for operation, frequently 
is cited as “operating ratio.” Fig- 
ures giving cost and income per 
room are shown for each building, 
ranked with the other buildings in 
the order of operating ratio. 

While the operating expense in 
cludes such fixed charges as insur 
ance, property taxes and license 
fees, it does not include any capi- 
tal outlay, allowance for interest 
or depreciation. 

Some may think that apartment 
house operating costs should be ex- 
pressed on a square foot basis, as 
is the practice in the Office Build- 
ing Experience Exchange success 
fully conducted for so many years 
by the National Association of 
Building Owners and Managers. 
The fact is that apartment house 
operators do not rent, lease or oth- 
erwise think in terms of square 
feet. The most practical common 
denominator for them is room 
count. 

Within the District of Columbia. 
room count is well established be 
cause the rent administrator uses 
it as part of his record of a control 
led building. The same formula 
was used in the survey: living 


rooms and bedrooms, dining rooms 


OF OPERATING EXPERIENCE ELEVATOR APARTMENTS, 


All Entries Are Dollers Unless Otherwise I 
water Fuel Switchboard | Repairs & 
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Trash 
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not less than 110 square feet and 
kitchens over 60 square feet or 
kitchen-dining area combinations 
at least as Boor count as one 
room; smaller separate kitchens, 
separate dining areas with outside 
light, and foyers and entrance 
halls exceeding 60 square feet, 
count as one-half room. No count 
whatever is given bathrooms, “— 
kitchens in rooms, recesses off 
rooms, or closets. 

Many items of cost and income 
are shown in the accompanying 
tables both on a “per room” basis 
and as “percent of total income,” 
if cost, and as “percent of total ex 
pense,” if income. Thus average 
payroll cost was $43.89 per room 
and 14.95% of total income. 
Apartment rent was $276.34 per 
room and 166.11% of total ex 
pense. 

The following are 1950 cost-per 
room averages of 1,931 units with 
about 6000 rooms in 26 unfurnish 
ed elevator apartment houses: 

Payroll including manager’s 
pay. front desk, switchboard opera 
tors, engineers and all other pay 
roll except that for personnel en 
gaged full-time in repairs and 
maintenance, $39.87 ; 

Repairs and maintenance, as re 
ported in Federal income tax re 
turn, including wages, supplies, 
materials and equipment, as well 
as services of outside firms, for ele 

(Please turn to page 39) 
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How to Obtain Industrial Listings 


Industrial plants are on the move. They want more space, or to lo- 


cate closer to their markets, or to better their tax situation, or solve 


an inadequate labor supply. That means business for those who 


know how to serve industry's real estate needs. Our author, long 


experienced in this field, suggests ways to get industrial business 


HERE IS NO easy, magical 

way to obtain listings of in- 
dustrial property. But certainly 
there is a lucrative field for those 
who know how to cultivate it. That 
first requires knowing industry’s 
needs and then attempting to serve 
those needs. 

Here are some effective meth 
ods and actual events that I have 
found helpful in securing listings. 

Be active in community life. 
Know as many people as possible 

owners, lawyers. banking offici- 
als, company executives. plant 
managers, public utility and rail 
road officials, Chamber of Com 
merce officers, and other sae ye 
even if they are not necessarily i 
the industrial real estate field. 

Several years ago a prominent 
Boston lawyer, whom I had met 
socially, phoned and asked me to 
come to his office. There he intro 
duced me to a local manufacturer 
who had decided to liquidate his 
plant. It required very little sales 
manship on my part after this 
good introduction to obtain the 
exclusive handling of the property 
and later to make a good commis 
sion. 

Obtain exclusive listings. An ex 
clusive listing well-handled and 
sold may easily bring another list 
ing. 

A prominent local business man 
owned a sizable property which he 
gave to my company exclusively. 
We sold the property at his price 
and the owner. of course, was ex 
tremely happy. Later this man 
became the liquidating agent of a 
large bank which had closed. He 
appointed our company as exclu- 
sive agent for all of this bank’s 
foreclosed industrial properties 

Follow business news. Follow 
the newspapers, Chamber of Com 
merce bulletins, and trade jour 
nals. 

News publications are full of 
items most valuable to listing and 
selling industrial property. A 
small statement on the financial 
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page that two companies are about 
to merge suggests an appointment 
for you to see whether both plants 
are to continue in operation or 
whether one is to be sold. 

Advertise your activities. An- 
nouncing your larger activities in 
the local press by paid advertising 
and free news space is important 

and I stress the word important. 


The sale or lease of smaller proper- 


ties has little news value. Believe 
it or not, people do read the real 
estate news. Up in our neck of the 
woods you just have the real estate 
editor announce that you are go- 
ing out of town for a convention. 
Then see the number of people 
who stop you on the street. 

One day a gentleman came to 
our office and insisted we take on 
his property as exclusive agents. 
When asked why he came to our 
office, he said, “I read where you 
have sold the American Mustard 
property. If you do their business, 
I want you to do mine.” A fellow 
who does a good volume of real 
estate business attracts more busi 
mess, 

Be a good listener. Whether 
you're at a party, in a public tele 
phone booth, in a club car, or on a 
plane, be a good listener. 

Riding over to Boston from New 
York one night in the club car of 
the Merchants Limited, a broker 
heard a man sitting amas to him 
say to his companion, “I hear the 
Murphy Company is going to give 
up its Boston operation because 
costs are too high * Upon reach 
ing Boston. the broker contacted 
the local manager of the Murphy 
Company (it was after 10 p.m.) 
and obtained an exclusive listing 
and later made a deal. He was on 
his toes and on the job. 

Make your signs count. Use at- 
tractive and well-located “For 
Sale” and “Lease” signs on every 
property. The general public is 
influenced by such signs, particu- 
larly if they are well-located. Let 
everyone know that you are the 


By HENRY W. MERRILL, SIR * 
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exclusive sales agent for the Jones 
Manufacturing Company and oth- 
er organizations will want you to 
solve their problem of plant dis- 
posal. 

Have a good mailing list and use 
it. Using brochures or even letters 
with such a list is sure to attract 
listings. Don’t think for a moment 
that the sole use of such brochures 
paid for by the owner is to sell that 
particular property. We circular- 
ized one property in Eastern Mas- 
sachusetts and from that we ob- 
tained the handling of two other 
properties on which we put out 
brochures. We sold the original 
property and later sold the other 
two. 

Make appraisals. 
made of a specific 
tainly gives you a wonderful op- 
portunity to leave a personalized 
calling card of large size in a com- 
pany’s file. Company executives 
may change but your appraisal of 
the property remains in the file 
and, if they decide to sell the prop- 
erty, they will naturally turn to 
you if your appraisal was a sound 
one. 

An appraisal made in 1933 for a 
particular company was still in the 
company’s file in 1947 after a 
change in management. Its discov- 
ery by the new officers of the com- 
pany brought the broker seven 
other appraisals and three sales. 

I have emphasized in every case 
the words “exclusive listing.” I 
sincerely believe that owners are 
best served by using one exclusive 
broker. If you have a good reputa- 
tion as an exclusive broker, non 
exclusive listings will not come 
your way very easily. 

The best way to obtain listings 
on an exclusive or even on a non- 
exclusive basis is to be alert, effec 
tive, and honest on your everyday 
life and business methods. 


An appraisal 
property cer- 


* Mr 
sented at 


Merrill's remarks were originally pre- 
a convention panel of the Society of 
Industrial Realtors and later in a publication of 
the Society 
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You never know when a tenant store might 
change its grade of merchandise, or cut its 
store hours, or close out and abandon the 
store property. When you make percentage 
leases you are vitally interested in gross 
sales volume. It pays to be sure you have 
the usual loopholes affecting sales well plug- 
ged. A review of ten typical cases is given 
in this article with the court rulings in each 
case. These cases help point the way to the 


importance of stipulating protective clauses 


HEN you make a percentage lease with a retail 

store, you have a direct interest in its sales 
volume. Although both of you act in good faith, cir- 
cumstances may change during the course of the 
lease which may greatly affect the volume. Then 
come the problems. 

Most of such problems can be avoided by care in 
stipulating the conditions under which the lease is 
to operate. But before you can make these it is well 
to know what are the most common disputes which 
arise over percentage leases, and what are your rights. 

A review of typical cases, along with the court 
decisions may help you. 

For example: 


What if tenant shifts from high- 


priced to cheap merchandise? 


In a recent Louisiana case, space in a downtown 
building was rented for five years to a chain special 
izing in fine quality apparel. Rent was set at $200 
a month, plus the excess of 6% of gross sales over this 
minimum. 

At the beginning of the fifth year, the lessor served 
notice that the lease would not be renewed. Shortly 
thereafter, the tenant changed the store name and 
adopted a policy of constant “close-out” sales of cheap 
merchandise. Finally, three months before expira- 
tion of the lease, he abandoned the premises entirely, 
moving to another location, although he continued 
paying the minimum rental. 
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The landlord sued for damages on two counts. 
First, by changing the character of the stock, the 
tenant had lowered his gross sales considerably, de 
liberately reducing the rental. Then, by abandoning 
the site, the landlord was deprived of any opportunity 
to receive more than the minimum rent 

Even though the lease had failed to cover this 
point, the Louisiana courts ruled that there was an 
implied obligation for the lessee to carry on its busi 
ness continuously throughout the term. Since there 
was no proof that heavy financial losses would have 
resulted if the tenant had maintained the same high 
quality of merchandise the court commented that 
the shift apparently had been motivated by personal 
animosity. 

The tenant’s right to abandon was denied also. 
According to the court, it was obvious that the mini 
mum rental was not intended to be the sole compensa 
tion; the lessee was required to make all reasonable 
efforts to bring in enough business to pay an addi 
tional sum over and above the minimum. Damages 
were awarded the lessor equal to a percentage of 
gross sales which ordinarily would have been made 
had the tenant remained in possession and not chang 
ed the character of his business. 


Suppose a drug store closes five 
hours early... 
While it is better to provide in the lease for all 


reasonable contingencies, the custom of the com 
munity sometimes protects landlords where such 





coverage has been omitted. For example, a drug store 
operating in a Southwestern city sabe it would 
realize about as much net income by opening at 
8 a.m. and closing at 7 p.m. as it had earned the four 
years previously when its hours were from 6:30 a.m. 
until midnight. 

The lessor protested that this arbitrary cut in hours 
deprived him of a substantial portion of the rent pre- 
viously received. The five year lease called for a 
rental equal to 5% of the first year’s gross business 
and 6% thereafter. No minimum guarantee had been 
fixed. 

A suit for damages was decided in favor of the 
owner. The court reasoned that the amount of rent 
depended entirely on the continuous operation of the 
business. Therefore, the tenant was oe bound to 
carry on in the usual and customary manner in which 
stores of that kind were maintained in that Ccommun- 
ity. This was a suburban area where the volume of 
traffic was greatest in the early morning and late 
evening. Consequently, a deliberate closing would 
diminish gross sales. Since both parties had entered 
into the original lease with a clear understanding of 
prevailing customs, this controversy never would have 
arisen had the store hours been stipulated in the con- 
tract. 


R Can your theater tenant shut 


down in hot weather? 


Even though actual hardship may result, the courts 
will uphold a percentage agreement which clearly 
obligates the occupant to use its best efforts to secure 
the highest volume of business. The lessee of a 
theatre in a Southern resort area kept open the year 
round for the first two years; because of the small 
net income during the summer season, it decided to 
close during June, July and August the following 
year. 

A minimum rent of $300 had been set plus the 
amount by which 10% of gross revenue exceeded 
$3.600 annually. The tenant argued that payment 
of $900 during mid-summer fulfilled all sillenione, 
but the lessor demanded additional rental under the 
percentage clause. Claiming that it wished to main- 
tain its standard as a leading exhibitor in the com- 
munity, the theatre pointed out that the revenue in 
the summertime was too small to justify booking the 
high grade films on which it prided itself. 

Nevertheless, the court awarded damages to the 
landlord. It held that in the absence of explicit per- 
mission in the lease, suspension during the summer 
was a breach of contract. The court added that the 
prevailing view in the United States is that there is 
no right to suspend operations seasonally upon pay- 
ment of the minimum figure unless such privilege has 
been expressly granted. 


w\ 10) 
wer 
ee store to other quarters? 


ved 
« 90° Can a tenant move part of his 


Where a business is being operated as a unit, a 
shift of certain departments to an adjoining building 


under different ownership will not alter the tenant’s 
responsibility. A large building in the state of Wash 
ington was leased to a department store for a rental 
equal to 214% of gross sales. To obtain more office 
space, the ready-to-wear, millinery and lingerie sec- 
tions were moved to adjoining premises and corridors 
were cut through. 

Upon completion of the remodeling, the tenant ex 
cluded the gross sales of these three departments in 
computing the rent. According to its reasoning, the 
technical wording of the lease required it to account 
only for the sales ‘in said building,” meaning the 
original location. The Supreme Court of Washington 
disregarded this alleged limitation, however. 

The business must be considered in its entirety. 
said the court, and depriving the lessor of his most 
profitable sources of rental would be grossly unjust. 
Such a result was never intended in the original 
lease. The necessity for expansion should have been 
anticipated and an appropriate revision of rental 
terms provided for. 


Are you stuck with it if you 


orally modify rates? 


In periods of business recession, it may be neces 
sary for a landlord to relax the percentage require- 
ments, especially where the tenant’s continuance in 
the business might be seriously affected. Extreme cau 
tion is necessary in such cases to avoid future mis 
understandings. 

Recently, the lessee of a habadashery requested 
his landlord to accept temporarily a smaller percent 
age than was due under the lease. Explaining that 
sales had fallen off while his expenses were rising, he 
assured the owner that payments at the scheduled 
rate would resume shortly. 

After nearly a year of leniency, accounting was 
demanded and it was found that business had been 
restored to the pre-recession level. Admitting that 
conditions no longer justified such special considera 
tion, the tenant maintained that the landlord had 
entered into an oral modification of the percentage 
clause. Under this new arrangement, he contended 
that he was entitled to a lower rate for the duration 
of the lease. 

Temporary leniency, the court stated, was not 
equivalent to a permanent modification of the con 
tract. The lessor could not be penalized for generous 
ly aiding a tenant to weather a slack period. 


Can he vacate and pay only 


minimum rent? 


Is the landlord required to take over the building 
and find another tenant if the incumbent decides to 
vacate before the termination date? The prevailing 
opinion is that there is no such duty to minimize 
damages. The New York courts decided in 1947 that 
the lessee could not take advantage of his own mis- 
conduct to penalize the owner. 

A general merchandise store took over an entire 
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building at a fixed rental plus 6% annum on all sales 
in excess of $400,000. During the term of the lease, 
the lessee agreed to keep the store well stocked with 
merchandise and to engage actively in disposing of 
it. About six months before expiration of the lease, 
the occupant vacated, informing the owner that the 
premises were available for another tenant but that 
the minimum rental would continue. 

Refusing to accept such an arrangement, the owner 
filed suit. The principal defense was that sales for the 
entire year including the period of vacancy had not 
exceeded the $400,000 base. Evidence revealed, how 
ever, that for the first six months, sales had been 
even greater than the minimum and would have held 
up at least as well for the balance of the period had 
the lessee remained in possession. lt was shown also 
that the underlying motive for the shift was a desire 
to transfer to a new and busier location 

The court ruled that the lessee had no right to make 
performance impossible by moving out before selling 
the amount of merchandise required for the percent- 
age clause to take effect. Although a landlord should 
allow a reasonable interval for the tenant to wind 
up his affairs, six months was held to be entirely too 
long. 


How about purposely reducing 


volume? 


In businesses of a seasonal or fluctuating nature, 
percentage leases are sometimes drawn so that the 
lessee has the right to cancel if gross receipts for any 
year fall below a specified amount. Because of the 
risk assumed by the lessor, the courts demand the 
utmost good faith on the part of tenants granted this 
protection. Not only must the usual requirements 
be observed, but there is an implied covenant that 
the lessee shall not do anything tending to reduce 
receipts below the cancellation point. 

For example, the lessee of a store in an industrial 
neighborhood was aware that his volume of sales 
was directly affected by work stoppages among fac 
tory employees. When it was announced that the 
hours in one of the largest plants were being cut, 
he took steps to transfer much of his eunchadiiee to 
a second store in a nearby city. No replacements 
were made and soon the business became so poor that 
he served notice of intention to vacate. 

Investigation disclosed these facts as well as in- 
formation that other factories were still operating 
full-time. Obviously, the lessee has seized upon this 
pretext as a means of closing down. Thavdiere, the 
courts sustained the landlord's refusal to cancel and 
awarded damages equal to the average rental paid 
over a period of time, taking into account the fluctua- 
tions of the business cycle. 


Can a department store 


re-assign lease? 


Occasionally, a percentage lease will be drawn 
without providing specifically against assignment 
without consent of the lessor. Because of the manifest 
advantage to the tenant in holding down fixed ex- 


penses, the court usually will sustain the owner in 
controversies over unauthorized assignments if the 
lease is silent on this point. 

The shoe department in an exclusive women’s wear 
store was rented for a flat rate plus percentage to a 
concern featuring a nationally known brand of fine 
footwear. The store owners took it for granted that 
only quality merchandise would be handled. After 
several years of disagreements over policy, the tenant 
decided to set up business elsewhere. To cover lia 
bility for the minimum rent, it assigned the shoe 
concession to a manufacturer's outlet handling in 
expensive lines. 

As soon as this arrangement was discovered, the 
management took over the department and refused 
to permit the sublessee to continue. Considerable time 
elapsed before another tenant could be secured who 
handled merchandise of comparable quality. Believ 
ing itself entitled to reimbursement for the trouble 
and expense incurred by the tenant's unauthorized 
transfer, suit for damages was filed. Judgement was 
awarded the lessor even though the lessee had not ex- 
pressly forbidden assignment. 

Both the District Court and the Circuit Court of 
Appeals found for the landlord. The underlyin 
theory was that the original lessee had been oacemd 
because it held a franchise for an exclusive brand 
of shoes and enjoyed a fine reputation. Relying upon 
this, the owner was iustified in assuming that no 
inferior merchandise would be brought into the prem- 
ises. Assignment without consent, even ee not 
prohibited by the lease, was considered a violation of 
the agreement. 


Must you share tenants’ 


bad debts? 


One of the most common sources of a in- 


volves the items to be included or excluded in com- 
puting the percentage base. Whenever possible, the 
aoa, Je onl should itemize all expenses which may 
be deducted from gross revenues before the percent 
age rate is to be applied. 

You can never be sure when some unforeseen ex- 
pense may develop — and you may have te share it. 

For example, it was provided that the lessor was 
to receive one-half of the gross receipts less the cost 
of direct labor, light, heat and advertising necessary 
to operate a cooling alley. All equipment was fur- 
nished by the owner without cost to the tenant. 
Special credit rates were then extended to various 
social clubs and organizations in order to boost busi- 
ness. These “accounts receivable” were included in 
gross receipts, but part were later charged off as bad 
debts. 

The operator of the recreational hall argued that 
he je be reimbursed for half of the amounts 
charged off, since the lessor had been paid his share 
in computing the rental percentage. Or, since the 
owner had assented to the credit arrangements, a 
reserve for bad debts should be set up by deductions 
from receipts. 

These contentions were overruled by the New 
Jersey courts. Only those charges to which the land- 
lord had agreed could be imposed and he could not 
be compelled to accept any other deductions. 
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Homes Our Reader 
Are Building 


Newport Beach builder turns to midwestern scene for home design to use in his seashore building 


* IN CALIFORNIA HOME DESIGNED in midwestern “farmhouse” style, paint- 
ed barn-red and trimmed in white, is a best-seller in a series 
of seashore homes constructed by Builder Robert Ingram of Newport 

Beach. 
Built on a 30x115-foot lot, the pictured $7200 two-bedroom home 
[] _ has 780 square feet of floor area. A functional space-saver of the 
BAT a home is a partial brick fireplace wall that divides the kitchen and liv 
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ing room. A special recess in the brick wall is used for the kitchen re- 
frigerator. In the living-sleeping areas of the home, heat is provid 
ed by a 25,000 BTU Panelray gas wall heater. 

All of the Ingram’s homes are built on a concrete slab founda- 
tion and the exteriors are finished in either pine or fir ship-lap. 
Floors are covered with asphalt tile and American-Standard or 
Kohler bathroom fixtures are installed along one wall to hold down 
plumbing costs. 

Ingram constructed 42 homes in the Southern California area 
last year and hopes to complete an equal number this year despite 
the many anuine that beset builders from all sides today 


BEDROOM 





Year-round air conditioning, television outlets keynote $22 million, 234-unit Fortune Arms 


*IN TEXAS 








EAR-ROUND air conditioning with a Carrier Corp- 

oration unit, an RCA master-antenna TV system, and 
all-electric kitchens with General Electric ranges and re- 
frigerators are a few of the tenant conveniences being pro- 
vided in Builder E. E. Cloer’s Fortune Arms apartment 
building in Fort Worth. 

The $214 million, 10-story reinforced concrete struc 
ture, scheduled for completion in the fall of 1951, will have 
234 apartment units, 24 of which will be two-bedroom 
units and 210 one-bedroom units. 

Each apartment will have individual heating controls 
and 100 of the apartments will be completely furnished. 
The balance of the apartments will be furnished only with 
gas ranges and refrigerators. 

The exterior of the building will be finished in cream 
and brown face brick and it is estimated that approximate- 
ly 500,000 bricks will be required to complete the con- 
struction. Eight commercial stores and a restaurant will 
occupy the ground floor rentable area and accomodations 
for parking will be provided at the rear of the building. 

The architect for Fortune Arms is Charles E. Arm- 
strong 











































* IN NEW YORK 


Tishman Company, Inc. to complete $7 million, 20-story, 390- 


unit apartment building by late 1951 


S SHEDULED for completion in late 1951, a 20-story, twin-tower 

390-unit apartment building is under construction in midtown 
New York City by the Paul Tishman Company, Inc., New York. 

Costing $7 million, the project will cover approximately 49,000 

square feet and have two separate structures joined at street level : 

by an all-glass reception lobby. ee 
A large private garden between the two towers will be visible 

from the street through a connecting glass-walled corridor. Each 

apartment will have an uitientell ove of the East River from 

both the living room and master bedroom through windows ex- 








tending from the ceiling to within one foot of the floor. Each unit “ 
will have an 80-square foot private terrace and a private service “ ie 
entrance. 
Included in the building will be 12 duplex penthouses and 12 EE 
spec ially-designed doctor’s suites, each with a private entrance. 
The balance of the 390 units will range in size from one and one seve = 


half to eight rooms. The building will be served by high speed, 

gearless passenger elevators and have air conditioning outlets and 

concealed radiation. A two-level underground garage is planned to -= 

accomodate 200 automobiles. 2 
The architect is Arthur Wesier and the renting agent is Herbert 

Charles & Company, both of New York. 


* IN INDIANA 


Combined radiant and convection heating system used in 106-home project helps in sellout 


[ = tae 


AS JONSTRUCTION feature adding extra sales power in 
merchandising a 106 two- and three-bedroom home 
‘ project of The Bar-Tel Company, realtor-builders of Mun 

i cie, is an “open” type radiant heating system with a fresh 


air intake. 

The system uses a Majestic counter-flow furnace, placed 
over the main heating trunk, which forces air along the 
trunk and into hollow tile and then out of a continuous 
register on two outside walls. This process gives the home 
a complete air change at all times, providing 75% radiant 
‘ heat and 25% convection heat. 
Ait The pictured basementless, three-bedroom home sells 
i for $7500, has outside dimensions of 26x36 feet, exterior 
Kaiser aluminum siding, interior U. S$. Gypsum “Perfa 
tape” dry wall construction, and Youngstown Kitchens 
For easy access to attic storage space, the builder has in 
stalled a “fold-a-way” stairs in the hallway between the 
two rear bedrooms. 

Lots in the Muncie project vary from 60- to 100 
foot frontages. Staggered set-backs, curvilinear streets, and 
cul-de-sacs are being used. 


































\ 7JITHIN the last decade, the 

importance of overcoming the 
harm and annoyance of excessive 
noises in residential and industrial 
buildings has become increasingly 
recognized. Studies and tests of 
various acoustical materials are 
continually being made to heip 
make new homes and apartments 
quieter, to sound-condition older 
dwellings, and to “take noise off 
the payrolls” of industrial plants. 

The many residential noises 
that builders and property man 
agers have to contend with can be 
divided into two categories. First. 
the man-made and mechanical 
sounds that originate within the 
dwelling itself such as radios, kit 
chen noises, voices, and plumbing, 
and second, the noises that origi 
nate in the vicinity of the dwelling 
such as traffic and industrial plant 
noises. 

Studies have shown that a me 
chanical vibration is transmitted 
through a building with relatively 
little attenuation and that it is 
therefore important to deaden it 
at its source. Noise is transmitted 
through a so-called “rigid parti 
tion” primarily in the following 
way: 

When sound waves strike the 
partition, they force it into vibra 
tion and the more massive the par 
tition, the smaller its vibration. 
Vibrating partitions do constitute 
a secondary source of sound and 
radiate acoustical energy on the 
opposite side of the partition 

Sound is a shell force travel 
ing in waves 1120 feet per second 
and it behaves according to def 
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. “Acdsee ‘anepciction” 
* New York 


Noise . . . that menace to home buyer or property tenant satisfac- 
tion... can be combated. With the aid of various types of acousti- 
cal materials, many properties are being conditioned to solve the 
sound problem. For the benefit of goodwill-wise builders and man- 
agers, the kinds of acoustical materials and the ways to maintain 


them for maximum effectiveness and economy are discussed here 


inite laws. one being its reflective 
quality. A sound wave, striking a 
hard surface “bounces” and re 
flects on other surfaces in dimin 
ishing waves, much as a rubber 
ball bounces from the floor. 

Repeated sounds if not trapped 
by sound absorbing material such 
as acoustically treated ceilings, 
walls, rugs and drapes tends to 
create wave after wave of reflected 
sound which mingle in a room and 
make a confused and annoying 
sound pattern. 

The amount of sound that will 
be absorbed and not reflected in a 
room depends largely on the ma 
terials with which it is construct 
ed. Plaster for instance reflects 
975% of sound, concrete .985%, 
glass .972% and carpet .80%. The 
sound reflecting qualities of a va 
cant room are easily demonstrable. 
Voices in a room stripped of chairs, 
carpets, and pictures echo sound 
from the walls and ceilings. 

The acceptable noise level for 
homes and apartments has been 
found to be between 35 and 
decibels. For comparative purpos- 
es, it can be pointed out that a 
whisper at five feet registers 10 
decibels, an airplane propeller 
noise heard at 10 feet registers 120 
decibels, and noise registering 130 
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decibels is said to be on the thresh 
old of painful sound. 

From the standpoint of improv 
ing acoustics, when planning a 
building such as an apartment 
house, it is important the elevators, 
air conditioning equipment, mo 
tors, and other noise producing 
equipment be removed and isolat 
ed from sections that can least 
tolerate such noise. 

It is important to give considera 
tion to such details as the place 
ment of windows and doors. Win 
dows are usually the path of least 
resistance for air-borne noises and 
it is not advisable to place win- 
dows of adjacent rooms next to 
each other if moderate noise in 
sulation between rooms is desired. 

If a group of rooms all have 
doors facing a common corridor 
some advantage may be gained by 
staggering the position of the 
doors. Sound conditioning of cor- 
ridors also helps reduce the noise 
level of an apartment house. 

Commercially available acoustic 
products primarily designed to 
function as sound shoutane in- 
clude prefabricated acoustical tile 
and blankets. These materials are 
fabricated from drilled or fissured 
tile made from mineral or vege- 
table fibres or granules, perforated 
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metal and drilled cement asbestos 
sheets. 

Experimental use of these differ 
ent materials has shown that not 
one of them will do all jobs equal- 
ly well. For some installations, the 
choice of an acoustical material 
might depend mostly on its sound 
absorptive properties. Other in- 
stallations might require stress on 
such characteristics as fire resist- 
ance, light reflection, decorative 
possibilities, structural strength. 
and maintenance costs. 

Nriting a pamphlet entitled, 
“Theory and Use of Architectural 
Acoustical Materials,’ Dr. Paul E. 
Sabine, a noted authority on acous- 
tics, says. “Absorption of sound 
involves the dissipation in the form 
of heat of the vibrational energy 
of sound waves. Speaking general- 
ly, materials that are absorbent in 
any considerable degree are either 
porous, inelastically flexible, or in- 
elastically compressible. or they 
may possess two or more of these 
properties in varying degrees. 

“In porous absorbent materials 
the pores are inter-communicating 
and penetrate the surface. The 


alternating pressure in the sound 
wave forces the air particles into 
the narrow channels of the pore 
structure where their vibrational 
energy is dissipated by the viscos- 


ity of the air and friction against 
the walls of the channels. Sealing 
the surfaces of such a material 
may decrease in considerable de- 
gree its sound absorbing efficiency. 

“Felts, fabrics, and fibrous ma 
terials of vegetable and mineral 
fibre absorb sound largely by vir 
tue of their porosity and to a cer 
tain extent because of their in- 
elastic flexibility and compress- 
ibility. Hard, yielding absorbents 
owe their absorption properties en- 
tirely to their porosity. 

“Fibrous wall boards with an 
impervious surface and plywood 
owe what absorbent properties 
they have to their forced. inelastic 
flexural vibration under the alter- 
nating pressure of the sound waves 
at their surface. 

“Various means have been 
found of increasing the absorption 
coefficients of commercial absorb- 
ents, as by slotting, perforating, 
fissuring, or otherwise providing 
small apertures into the body of 
the materials. The mechanics of 
this effect is not completely under- 
stood. Depth, diameter, and dis 
tribution of the holes over the sur- 
face of the material have been 
found to have an important effect 
on the sound absorbing efficiency. 
An important property of absorb- 
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ents of this type is that painting 
does not, to any measurable de 
gree, decrease their absorbing ef 
ficiency if the paint does not clog 
the roles. 

“For the most part, ceilings and 
walls are made sound absorbing 
by means of perforated metal 
backed with rock wool, drilled in 
suiation board, drilled or fissured 
mineral fibre tile. 

“Such surface treatment of ceil 
ings and walls is washable and 
may be readily painted and re 
painted and much of it now is 
supplied in a variety of patterns 
designed to fit the decor of the 
room where it is applied 

“Tt has also been found that cov 
ering the surface of a porous ma 
terial with a thin perforated screen 
of metal or other hard material 
produces a negligible effect on its 
sound absorbing efficiency. The ex 
planation lies in the fact that a 
thin membrane of this type in 
which the perforated area may he 
as small as 10% of the total area 
transmits practically 100% of the 
sound energy to the absorbent 
back of it. At high frequencies. say 
above 2000 cps, the effect of the 
perforated screen is measurable.” 

The noise level of the average 
‘oom can be substantially reduced 


Acoustical tile can be installed over 
almost any kind of old ceiling or wall 
by nailing, cementing, or suspension 


Most tiles can be cleaned by using a mild 
soap solution. A vacumm or wallpaper 
cleaner will clean without damaging tile 
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by an acoustical prefabricated tile 
Such treatment of the ceiling usu 
ally is effective in reducing the 
noise level from 40 to 60%, but if 
the ceiling is unusually high in re 
lation to the area of the room, 
some treatment of the walls may 
also be necessary 

Although sound conditioning, 
like air conditioning, is a eae 
ative newcomer in the building 
field, a vast amount of research 
and experimentation has been 
done by the dozen or so of large 
companies manufacturing and 
processing acoustical materials. A 
wide variety of sound absorbing 
materials have been discovered 
and developed. 

Application of the acoustical 
material varies. The prefabricated 
tile may be applied directly to ceil 
ing or wall by means of a special 
cement, or acoustical ceilings may 
be hung at desired heights. In 
many cases, the product may be 
nailed or eal to the proper 
surface. 

The problem of reducing the 
noise level of a room is a technical 
one and requires the attention of 
a specialist in acoustics. Most of 
the larger manufacturers of acous 
tical material now furnish this 
type of service gratis. 


PHOTOS BY NATIONAL GYPSUM COMPANY 


Tile may be repainted many times with 
out fear of reducing sound absorption 
Dust and grime do not effect efficiency 


Acoustical tiles can be removed easily for 
repair or plumbing. A “suspended” in 
stallation is usually easiest to service 






































By BERT V. TORNBORGH, CPA 


IN A SALE AND _ LEASE-BACK 
agreement, figured in a _ recent 
case, a corporation sold assets to 
principal stockholder (to get work 
ing capital) and then immediately 
leased the assets in question at 
rentals that for the first year total 
led more than twice the sales price. 
The tax court found no bona fide 
purpose in the transaction, only 
an effort to reduce taxes, and dis- 


allowed the rent payments as de- 


duction. The “rentals” were look 
ed on as dividends to the stockhold 
er and he in turn was denied any 
deduction for depreciation. 

AN APARTMENT BUILDING SUP 
ERINTENDENT worked under writ 
ten contract that held him to 24- 
hour duty and for which he was 
furnished a rent-free apartment. 
Under municipal multiple dwell 
ing Law he was required to live in 
the apartment whether he wanted 
to or not. The treasury, in a special 
ruling, says rental value of the 
apartment need not be included in 
gross income nor is it subject to 
withholding tax on wages. 

VacANT FLoRIDA LANDS were 
acquired by a taxpayer through 
inheritance and purchase. The 
holdings were never advertised for 
sale and in fact nothing was sold 
between the years 1927 and 1938. 
but later occasional sales were 
made by taxpayer's brother, who 
was a real estate broker. The tax 
court ruled the holdings were an 
investment and the gain was a 
long-term capital gain. 

TWENTY ACRES AND AN OLD 
BARN were bought by a taxpayer 
in 1923, for the purpose of sub- 
dividing and selling lots. It was 
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later platted and subdivided but 
sales efforts were abandoned due 
to depression and the land was re 
classified into acreage to save real 
estate taxes. The property was 
then rented sporadically for pas 
ture, farming, and lumber storage. 
This, said the tax court, substanti- 
ated that it was “used in the tax 
payer’s trade or business” and was 
uot a capital asset and the full loss 
on the eventual sale was deduct- 
ible. 

A LESSEE CORPORATION paid 
$12,000 annual rental direct to 
stockholders of lessor corporation. 
In one tax year lessor corporation 
could not meet its income tax pay 
ments and the treasury went after 
the stockholders because they had 
“transferee liability,” having re 
ceived the rental payments direct 
that otherwise would have gone to 
the lessor-corporation first and 
would have given it adequate 
funds to meet its tax liability. The 
tax court approved and stockhold 
ers had to pay up. 

A TAXPAYER RECEIVED MOR1 
GAGE AS GIFT. Later, in partial sat 
isfaction of the debt. mortgagor 
deeded him the property on his 
agreement to clear up the arrears 
of property taxes, but in this trans 
action the mortgagor was not re 
leased from the mortgage bond, on 
which he remained personally li 
able. The taxpayer sold the proper 
ty some years later for less than 
the amount of the mortgage con 
tending that gain or:loss should be 
measured against the original 
mortgage principal plus taxes and 
expenses to the time he acquired 
title. The tax court said ‘no.’ ihe 


loss should be measured against 
the fair market value of the prop 
erty at the time he got title, less 
depreciation to date of sale. The 
unsatisfied part of the mortgage 
remained a personal obligation of 
the mortgagor and would be de 
ductible as a bad debt in the year 
of actual worthlessness. 

A CORPORATION WAS OWNER 
LEssor of various property in San 
Antonio. It had no price list on its 
holdings, never listed them with 
agents, did not hold a dealer’s li 
cense nor membership in the real 
estate board. Eventually several 
parcels of unimproved land were 
sold and the treasury denied capi 
tal gains treatment to the profit 
The tax court, however, found 
that tracts were never subdivided 
or platted and that sales had to be 
approved by the board of directors 
and ratified by the bondholders. It 
concluded, therefore, that the 
property was not primarily held 
for sale to customers in the ordi 
nary course of trade or business 
but was an investment, and capital 
gain treatment was approved. 

A NEW BUILDING was erected on 
a certain property, and in part 
payment to the contractor the 
property owner turned over to him 
its old plant and realty arguing 
that this transaction was a “tax 
free” exchange. The court said 
‘no, it was a taxable sale of the 
old property. 

RESIDENTIAL PROPERTY Was va 
cated by owner and converted to 
rental purpose and later sold. The 
tax court ruled sale resulted in 
ordinary loss, not limited capital 
Oss 
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By GEORGE F. ANDERSON 


MAN died without a will own- 
CX ing a big residence in which he 
lived with a married daughter and 
her husband. He also had a mar- 
ried son who was looking for an 
apartment, but his sister wouldn't 
permit him to share the residence 
with her and her husband until he 
found an apartment. This is what 
you call sisterly love. This created 
a difficult legal situation. He could- 
n’t compel her to pay rent, because 
one co-owner cannot compel an- 
other to pay rent. Each has the 
right of occupancy. About the only 
thing he can do 1s to bring a par- 
tition suit, have a receiver appoint- 
ed, and force the property to pub- 
lic sale. I don’t know whether the 
receiver could make her pay rent 
or not, but I think he could put 
her out by a Writ of Assistance. 
I'm glad there’s so much selfish- 
ness in the world. because if there 
was not where would the lawyers 
get off at? 


F YOU and I owned a building 

worth $1,000,000, clear of en- 
cumbrance, and not as tenants in 
common, but as joint tenants, and 
one of us died leaving hospital bills, 
doctor bills, nursing bills, grocery 
bills, and every other kind of a 
bill, our creditors couldn’t collect 
a cent. No, not even the undertaker. 
That is one of the things that I 
have always considered unjust 
about joint tenancies, but I sup 
ose a situation like that doesn’t 
wont often enough to get hot 
and bothered about it. But it does 
happen and it has happened sever 
al times in my practice of law. Has 
it ever happened in your experi- 
ence? I don’t mean have you ever 
died under such circumstances, 
but in your practice of law or bro- 
kerage have you ever seen it? 


LEASE may prove that 
[AX (1) The tenant agrees to sur- 
render the premises in the same 
condition as they were at the time 
of the lease, ordinary wear and 
tear excepted. 

(2) To keep the premises in re 
pair. 

(3) To “maintain and keep” the 
premises in a good condition of 
repair. 

While these expressions are all 
about the same the courts have not 
thought that they meant the same 
(2) 1s broader than (1) imposing 
a greater duty on the tenant than 
(1), and (3) is broader than either 
(1) or (2). How little one is apt 
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What recourse do you have if you are co-owner of a property and 
the other owner refuses to let you live on the premises? If one of 
the joint tenants owning a building dies, can his debts encumber 
the property? What meanings has the court read into lease ex- 
pressions which apparently look the same? Is a lease considered 
personal property or real estate and what happens in case of the 
lessee’s death? Our legal expert supplies answers to these questions 


to think of these things in passing 
upon a lease, and how important 
they may become. Every little ex 
pression has a meaning all its own. 
and one cannot be too careful in 
the use of language in drafting le 
gal instruments 


FIYHE owner of a vacant lot. who 

was about to build. gave the ad 
joining neighbor notice to shore 
up his building so that excavation 
would not cause it to topple over 
The neighbor told him to go to 
h- . That's a difficult situation, 
but you know there are men like 
that, and they often get away with 
it, and he did in this case. The 
builder shored the building up 
himself, at a cost of $1,400, and 
then sued his neighbor for this 
amount. He could not recover, be 
cause, while it was the neighbor's 
duty to shore up his building, the 
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builder acted as a volunteer in 
doing it for him. I don’t see what 
else he could have done. If he had 
gone ahead without shoring up the 
building, it may have toppled, fill 
ing the vacant lot with debris, pre 
venting the building. and lives 
may have been lost 


F a man dies owning real estate 

and surviving him is a wife 
and no children, the wife can take 
a half of the real estate. If the 
deceased is a tenant under a lease. 
no matter how long the term of the 
lease may be. his wife would in 
herit the whole leasehold interest, 
because a lease is considered per 
sonal property and not real estate 
The lease may be a 99-year lease 
and very valuable. and the tenant 
should think of this when he draws 
his will. 





Management’s Effect 
On Appraising 


A close inter-relation exists between property management pol- 


icies and appraisal values. Alert property managers can influence 


appraisal values for such factors as neighborhood, income, and 


operating expense analyses, and in determining reproduction costs 


and final valuation. A complete understanding of the tie-in here 


may mean increased appraisal value for properties you manage 


THOROUGH understanding of the part property 
£X management plays in determining appraisal 
value of property is a must for top-notch real estate 
organizations. Because an appraisal, in brief, is an 
estimate of the present worth of all rights to future 
benefits arising from property ownership, the only 
tangible factors an appraiser can consider are those 
that can be reduced to dollars. 

Pride of ownership and other such intangible bene 
fits are important but there is no way to determine 
their dollar value. If it is a property's ability to pro 
cuce “dollars” that counts, then it must be recogniz- 
ed that this is precisely where skillful. far-sighted 
management figures prominently. 

An a of income-producing property can 
well be divided into the following steps all of 
which inter-relate with property management: anal- 
ysis of neighborhood, income analysis, reproduction 
cost appraisal, operating expense analysis. and de 
termination of finalized value. 

In a neighborhood analysis, the “character” of the 
neighborhood depends to a large degree upon the 
quality of the management of the properties in that 
area. There are, of course, many aspects of a neigh- 
borhood that are beyond the control of property man- 
agement organizations. Some of these are population 
trends and movements. rezoning, and individual 
owner-managed buildings. It must be remembered, 
however, that an appraiser’s impression is largely 
gained from his neighborhood analysis and this can 
be controlled to a large extent by property managers 
who are vigilant and keep their properties up-to-date. 

In figuring the reproduction cost of a building. an 
appraiser must first determine what the building cost 
new and then deduct the depreciation resulting from 
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both physical deterioration and economic obsoles 
cence. 

Management doesn’t figure in the initial cost but 
if a property is well-managed and maintained in 
good physical condition at all times, there is no reason 
for it to reach the point where it stops functioning 
physically. 

A building which does operate physically may still 
have a low economic value but this does not affect its 
physical reproduction cost. Assuming that such a 
property has always been under skilled, far-seeing 
management, much of the functional or economic 
depreciation will have been avoided by alterations 
and modernization. When the appraiser sets up a 
value based upon reproduction cost less depreciation, 
the building which has been well-managed during its 
years of life, will have a better value than the one 
that has been permitted to run itself or which has 
been milked by a short-sighted owner. 

Classifications for determining an income analysis 
may vary among different appraisers but the end re- 
sult will show that the best maintained properties 
usually have the highest percentage of occupancy 
and the largest gross income that local conditions will 
permit. 

The various categories in an operating expense 
analysis may also vary from one appraiser to another 
but, broadly speaking, expenses accrue from the fol 
lowing sources: rental, administrative, operating. 
maintenance, servicing, depreciation, taxes, insur- 
ance, and financial. 

Some of these expenses are called “operating” 
while others are designated as “fixed” expenses. It is 
self-evident that expenses for heating, ventilating. 
janitor, lighting, water, gas, salaries, telephone, clean 
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ing, repairs, and others of a similar nature are almost 
entirely subject to control by the management. 

It is in the category of so-called “fixed” expenses 
that property managers should look for ways they 
can reduce costs and increase income. Contrary to 
the beliefs of some, property managers can influence 
these fixed expenses and thereby provide for an in- 
crease in the appraisal value of a property. 

Taxes are one of the items that should receive care- 
ful consideration from managers. In some cases man 
agers accept their tax bill as being one of the neces- 
sary evils of owning real estate. If a manager has a 
question regarding whether or not a property is un 
fairly mata it is his duty to make a thorough anal- 
ysis of the facts and bring his findings to the atten 
tion of the county tax office. If a property is justly 
entitled to a reduction, it will usually be made 

Insurance rates also can be controlled to some ex- 
tent by managers. For example, fire insurance pre- 
miums are subject to increase or decrease deeming 
upon the conditions existing in individual buildings. 
A few of the ways managers can control the hazards 
uf properties are to install extra waste containers and 
more fire extinguishers and keep less gasoline on the 
premises. All of these items have material effect on 
insurance rates. 

Buildings should be studied each year in these 
rapidly changing times because the amount of in- 
surance carried on a building 10 years ago will not 
replace that same building at present building costs. 

The expenses connected with the financial struc- 
ture can also be reduced in many cases. A study of a 
property's financial setup will sometimes show that 
it can be refinanced in such a manner that either 
the interest rates, amortization rates, or both can be 
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complete kitchen in 27 12° 


cut down. This can make it possible for the building 
to lead a more economical and orderly financial life 

When an appraiser has arrived at a determination 
of net income and is ready to capitalize it to get the 
finalized value, his next problem is to determine the 
proper rate of capitalization and management 
enters the picture here also. 

Although some appraisers do not realize it, the 
proper capitalization rate can only be selected after 
the appraiser has set in his own mind what the future 
economic life of the building will be. If a shabby, 
run-down building is being considered and it is only 
partially functioning because of poor management. 
the appraiser will estimate its future life as very 
short. A building with an estimated short life will re 
quire a high rate of capitalization 

In the current “one-handed” war economy, good 
management is especially important. Operating ex 
penses are on the up-grade as are taxes and wages 
This means that greater skill than ever is in order to 
keep the net income at a profitable level because 
when net income decreases, so does appraisal value 

A clear picture of the inter-relationship between 
managing property and appraisin shows that the 
finalized value of a property is » roan on the 
quality of the management. The physical condition 
of a building from which reproduction cost is esti 
mated, is the direct result of the care or lack of care 
in its maintenance, and the net income is the product 
of the skill used in operating the structure. All pos 
sible benefits to be derived from ownership of in 
come produc ing property must converted into 
dollars — net dollars. And it is the quality of man 
agement that determines how many net dollars will 
be produced each year 
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Complete 48” 


Kitchen-With-Oven 


L&K 48” KITCHEN... 
the first time here’s a 48” 


BURNERS 


For 


kitchen complete with oven 
—made possible by combin 


ing any 
range with General's L& K 
Kitchen, Model S-550. Has 
4 cu. ft 
age drawer, and features a one-piece 
12x 16 inch porcelain sink-back 
splash-drainboard. 5 yr. guarantee. 


(==, 


REFRIGERATOR 
. 


STORAGE 
DRAWER 


¥ 


MODEL R-520 





L&K 27%" KITCHEN ...Complete 2714” kitchen 
unit combines 4 cu. ft. refrigerator, sink, drain- 
board, storage drawer, and 3-burner gas range 
adjustable to natural, manufactured, or bottled 
(LP) gases. Model R-520 also available with 3 
electric burners for 220 v., or 2 electric burners 
for 110 v. “plug-in” use. 5 year guarantee. 
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20” apartment 


refrigerator, stor 


MODEL $-550 


<| COOR on your REFRIGERATOR 


GAS-ELECTRIC GENERAL CHEF. Combines electric 
refrigeration with cooking top, gas or electric 
(110 or 220 v.) Requires only 4.1 sq. ft. of space. 


5 year guarantee 


DISTRIBUTORS + DEALERS + BUILDERS 
Send Today for Complete Data 
Files on our full line of L & K 
line kitchens, general cooking 
refrigeration combinations and 
space-saving refrigerators. 


GENERAL 


air conditioning corp. 


4506 E. Dunham St., Los Angeles 23, Calif. 
NATIONWIDE SALES AND SERVICE 
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Anc HITect 

Frank A. McNally & Assoc 
Pcororr: $858 Sheridan Corporation 
Piimeine WHOLESALER: 

Warren Bare Supply Co., Chicago 


America’s finest 
sinks for 
America’s finest 
buildings 


Everlasting Beauty — Prestige — 
Minimum Maintenance of Elkay 
Lustertone Stainless Steel Sinks add 
a distinctive mark to the kitchens 
in this modern apartment . . . add 
rental appeal and re-sale value 
to any building or home—new 
or old alike. Lustertone remains 
permanently bright, unstained 


and untarnished.. . . never needs 


AWARDED 
FASHION 
ACADEMY GOLD MEDAL FOR EXCELLENCE OF DESIGN 


scouring or bleaching. 


Write for literature and prices 
ELKAY Manufacturing Co. 
The World's Oldest Manufacturer of Stainless Steel Sinks 
1896 S. 54th Ave., Chicago 50 


Now more than ever 


POLLMAN HOMES 
by THYER offer 


GOOD BUSINESS INVESTMENT! 


Designed for good living, durability and low building cost this 
is a preferred investment for thrifty buyers. 

Desirable territories are available in some areas for men 
of lified integrity and sound business 
ability. Your inquiry is invited. 

WRITE OR WIRE FOR 
DEALERSHIP BROCHURE! 
































On Your Feet for Sales! 


Need a stimulator for your salesmen? William J. 
Crawford of Hamilton-Crawford Company, Kansas 
City realtor-developers, wrote a pep talk for his 
salesmen and found it so effective that he has used 
it three times as a kick-off for sales contests, first 
in 1941, again in 1946, and again last month. Here 
are his sales ideas, still in tune with the times 


SALESMAN who consistently complains of “not 
having enough prospects” is making a rather 
serious admission. He is saying that he either 
Isn’t working hard enough; 
Isn’t ingenious in his working methods; 
Isn’t maintaining contact with friends, custo 
mers, owners or people he has sold; 

4. Isn’t capable of recognizing a prospect when he 

sees one, 

5. Isn’t in the right line of business, or any number 

of things. 
But he is admitting that he is failing to perform the 
functions of a successful salesman. 

Getting prospects is the job of a salesman — not 
the company he works for. During the depression, for 
a period of 10 years even the large companies seldom 
had inquiry from buyers. It was up to the salesman 
to create buyers. 

I know one man who was making $6000 a year 
during the depression and never had a prospect giv 
en him by the office — most of the people he sold 
were not active buyers at all. Most of them were 
renters. He figured out deals with people who could 
afford to buy and sold them on the idea. In that way 
he eliminated practically all competition, for he sold 
them before they became chronic lookers. 

That is the kind-of business for you because it not 
only increases your volume but provides an oppor- 
tunity to give better service to your buyers. 

We all recognize the fact that conditions are chang 
ing greatly in the business world today. We are of the 
opinion that the smart salesmen who will make the 
greatest incomes during the next few years will be 
the ones who exercise the most ingenuity in getting 
and creating prospects. Don’t wait for the phone to 
|ring or someone to knock on your door. Real estate 

isn’t sold that way. Go out and go after business 

| Remember that there are more people with money 
in the banks today than ever before in the history of 
jour country and that money represents one of the 
poorest investments of the day. Home ownership, 
| however, represents the very tops, not only in secu 
| rity, assured dividends, inflation hedge, but in human 
happiness. 

You are armed with the finest weapons real estate 
salesmen ever had. There are more sound reasons for 
making a success in this business than ever before. 
It’s an open field. Let’s all make our goal! 


a 
2. 
3 





Quote 

Speaking recently about the building materials sit 
juation, J. L. Haynes of the National Production Au 
|thority. gave this description of present controls 
“a DO rating is a ticket to get into the ball park 
ja CMP allotment is a reserved seat.” 
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Apartment Costs 
(Continued from page 25) 


vators, heating, plumbing, air con- 
ditioning, painting, decorating and 
any other, but excluding all capi- 
tal charges, $21.60; 

Switchboard service, including 
all charges for it billed to manage- 
ment by the telephone company, 
but not including pay of switch- 
board operators, $9.25; 

Gas and electricity paid for in 
1950, including consumption in 
tenant areas when such service is 
included in the rent, $13.18; water 
bills paid in 1950, $2.74; 

Fuel purchased in 1950 for heat- 
ing building or water, $14.76; 

Janitorial, including cleaning 
supplies, materials, equipment and 
extermination, $2.09; contract cost 
of removing incinerator waste, 
trash and po Hey $1.59; 

Real estate taxes due and pay 
able in 1950, $25.92; personal pro- 
perty and payroll taxes, together 
with license fees paid in 1950, but 
excluding income taxes or Federal 
corporation tax, $2.16; 

Annual cost of fire, extended 
coverage, workman’s compensa- 
tion, liabilitiy and other insurance, 
$2.52; 

Finally, all other expenses in- 
cluding management fee, legal and 


Here’s a down-to-business book that points 
the sure way to have more productive real 


estate advertising. 


HOW TO WRITE PRODUCTIVE 


ESTATE ADS tells exactly how to pack pull 


into your copy, makes it easy to inject sell 


and prestige-building originality. 


Based on experience, not opinion. By men 


audit fees, other office expense, 
purchase and care of uniforms, and 
miscellaneous, $13.52; total of all 
items, $143.42. 

The total obtained by adding 
these averages does not agree with 
the total given, for the reason that 
the averages in the case of certain 
items were obtained from fewer 
rooms. Some respondents did not 
have detailed figures to report, and 
of course their cost is not included 
in those cases, nor are their rooms 
used in the denominator that pro 
duced the average. 

From analysis of the payroll fig- 
ure it will be seen that it is not all- 
inclusive, leaving out the compen- 
sation of personnel engaged full- 
time in repairs and maintenance. 
On the other hand, payroll does 
include the pay of switchboard op- 
erators, which is excluded from 
the “switchboard” cost item. 

It is clear from a comparison of 
switchboard expense and _tele- 
phone income, that the service does 
not nearly pay for itself. Leaving 
out the pay of operators, the cost 
in the 26 unfurnished buildings 
was $33,505 as compared with in- 
come of $25,165, or $8,340 less. In 
the mixed group of 23 apartment 
houses, comprising the air condi- 
tioned and those with substantial 


Howard Parish, creators of 
the 1949 NAREB Realtor 
compoign, authors of the 
Real Estate Advertising De- 
linector, the eal Estate 
Ad-Writer’s Handbook, and 
many other works on adver- 
tising. This book brings you 
their broad knowledge of ef- 
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store income and numerous fur 
nished apartments, the cost 
cluding pay of operators was 
$105,295, about $1100 less than in 
come, 

The two tables giving individual 
building data reveal that the 14 
buildings with most favorable op 
erating ratio (under 53%, ) furnish 
gas and electricity in nearly every 
case as part of the rent considera 
tion. The air conditioned buildings 
with one exception have attractive 
operating ratios. 

Responding buildings are not 
identihied in the report but each 

erator is sent a marked copy 
x nar his building, to facilitate 
comparison. Participants have ex 
pressed satisfaction with the re 
sulting statistics despite the fact 
that some are disturbed by their 
relatively poor operating ratio or 
higher per-room costs. They are 
well aware that the data are only 
as reliable as the bookkeeping and 
reporting of the a peers Some 
operators who might wish to take 
part are unable to do so because 
they maintain only primitive cost 
records. 


Watch for the August isiue of 
the Journal, continuing a compre 
hensive article on prefabricated 


housing. 


ex 


Can Have The Most Productive 
Real Est Estate Ads In Town! 


A BOOK BY 
MEN WHO KNOW -- 
HOW TO WRITE PRODUC- 
TIVE REAL ESTATE ADS 
is by Bradford Wyckoff and 


who know real estate advertising. 
HOW TO WRITE PRODUCTIVE 
ESTATE ADS enables you to plan 
your advertising confidently, to know 
what appeals to put into your ads 
and how to phrase them so they 


fective real estate advertis- 
ing. Your key to more in- 
quiries and more sales. 


WHAT THIS BOOK 
TELLS YOU -- 

What Prospects Want to Know 
How to Hit "Em in Their 

Psychology 

7 Ways to Make Prospects Come In I 
How to Get Listings Via Ads Rush. -copies 
The Truth About “Best Days’’ for DUCTIVE REAL § I 
) Here’s my check for $.. ab 
) Send C. D. I'll pay postal 


REAL 





44x74 
120 PAGES 


PARISH 
W 79th St 


this better 


quickly bring you qualified prospects. Ses sent 
Yours for just $2.50. For more of HC 


sales, wider prestige, order today 


on full Money-Back Guarantee. 


wus, 


\dvertisin ng 


Ads 
How to Make Your Ads Easy to ( 
Answer 


fees. 

If I’m not fully satisfied and return the book 
within 10 days, you refund the purchase 
price of $2.50. 


PLUS 
Ad-Check lists to help you put all 
important points in every ad. 


are to 


Sounselor to 231 
Canada and in 
jypt to Australia. 


2900 N.W. 79th STREET MIAMI 47, FLORIDA 


Classified 
Newspapers in the U. S. and 
ther free 





-éuntries from E 


NOT a big book -- but BIG in 
successful ad-ideas for you. 
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Long 
or Term 


CASH 


Lease 


for hotel properties 


IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


Cw 


Our representative will be glad to call and work 
with you. 
For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 
H. J. DaLpin, 
REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


cw 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 











REDUCE. 


YOUR 
BOILER-ROOM 


CcOsTs! 


DEPENDABLE 
AUTOMATIC 
HEATING 


BURNS LOW-COST HEAVY OILS 


For completely automatic heat or processing steam! The Winkler 
Rotary Cup Oil Burner eliminates dust and ashes and the need 
for boiler-room help. New design amazingly simplifies the burning 
of low-cost heavy, residual oils—a type of fuel always available 
in ample quantities. Find out now how much you can save by 
changing to a Winkler! 


WRITE FOR INFORMATION 


WINKLER 


‘cor OIL BURNERS 


cup 


U. S. MACHINE CORP. ¢ Dept. 071, Lebanon, Ind. 


+0) July, 


Contemporary Design for Prefabs 
. 


The Peaseway Archwood (front elevation shown 
above) is one of three “New Design” homes being 
presented by the Pease Woodwork Company, Cin 
cinnati. 

This home contains four bedrooms, living-dining 
room, kitchen and bath, all on one floor. Features of 
the home include summer-winter air conditioning 
and huge insulated plate glass windows. The home 
may be constructed on a concrete slab or over a base 
ment by franchised builder-erectors of the company. 


Cavity Wall Development 

A new insulated cavity masonry wall has been de 
veloped by the research foundation of the Structural 
Clay Products Institute of W ashington, D. C. Known 
as the “SCR Insulated Cavity Wall,” it features a 
low-cost, easy-to-handle pouring insulation. 

The cavity wall needs no furring, lathing, or plas- 
tering on the interior wall surface but can be plaster- 
ed direct where such a finish is desired. 


Combination Refrigerator-Range 

A space-saving combination refrigerator and elec 
tric range for small apartments is being manufactur 
ed by the Acme-National Refrigeration Company of 
Long Island City, New York. 

The Acme dual-purpose unit has a 5.8-cubic foot 
refrigerator capacity and a two-burner electric range 
and its dimensions are 36x27x2614 inches 


Dual-Air Oil Burner 


A dual-air vaporizing-type oil burner that is said 
to ode e draft requirements up to 20% on natural 
draft, up to 67% on forced draft, and save up to 15% 
on fuel has been announced by the Oran Company 
of Columbus, Ohio. 

Approved by the Underwriters’ Laboratories, the 
Dual-Air burner features an entirely different meth- 
od of introducing air into the burner. The new units 
will be used in the company’s line of oil-fired floor 
furnaces, oil-fired central heating systems, and in a 
new oil-fired conversion unit soon to be placed in 
production. 


"Odor Killer 


A tiny lamp that dissolves odors with a triple dash 
of ozone, replacing unpleasant smells with clean. 
“mountaintop” air has been announced by the 
Bloomfield, New Jersey. branch of Westinghouse 
Electric Corporation. 
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The new “Odorout” bulb, the size of a walnut, ex- 
plodes odor molecules in air instantly. This result 
eccurs as ultraviolet radiations of special wavelength, 
generated by the lamp, transform the oxygen around 
the lamp into ozone, an air purifier. 

The bulb, which must be burned in a special fix- 
ture with a current-controlling device, is said to last 
six months when operated 24 hours a day. 


Anti-Rust Paint 


A penetrating and sealing anti-rust paint which 
can be applied over rusted surfaces on both interiors 
and exteriors has been announced by the Paint Cor- 
poration of America, Cleveland, Ohio. 

The manufacturer says that the paint, “PCA-100,” 
can be applied over rust without extensive surface 
reparation such as wire brushing, scraping, or sand 
ylasting. The paint penetrates through the rust layer 
into the base material and seals the surface against 
further rusting. It is suitable for either brush or spray 
application. 

PCA-100 is available in black only and due to its 
penetrating characteristics, should be used solely as 
a “finish” coat. 


Canopy-Type Garage Door 


A 9x7-foot, all-steel canopy-type garage door, 
manufactured by Detroit Steel Products Company of 
Detroit, projects 63 inches when open and provides 
a protecting canopy that shields against either sun or 
rain. 

The new “Strand” door is constructed with rugged, 
“X”-type steel bracing for strength and rigidity of 
the one-piece door leaf. : 





WETZEL DROP FRONT STEEL 
REAL ESTATE FILES 


A place for every form and every form in its place. 
For filing real estate forms and papers. 


Cabinet is counter height 
and contains 12 2-inch and 
8 3-inch drop front files 
which are interchangeable. 


It also contains a large 
storage drawer on a sani- 


tary base. 


Write for Information 


P. A. WETZEL & SON 
408 So. Lombard Avenve, Oak Park, Iilinois 


Wetzel 


DROP FRONT 








ONLY GENUINE 
SISALKRAFT PRODUCTS 
assure the best protection 


USE SISALKRAFT under all con- 
crete slabs (over subfill); over 
exterior sheathing; over fresh 
concrete (for curing and protec- 
tion); under finished flooring ; 
as protective covers for materials 
and equipment ; as ‘‘drop cloths 
and many other uses. 


USE SISALATION as reflective 
insulation and vapor-barrier 
combined, for sidewalls, ceilings, 
floors, lining attics, etc. 


Write for free samples and data. 


THE SISALKRAFT CO. 
Dept. NR7 * 205 W. Wacker Drive * Chicago 6, Illinois 


New York 17, N.Y. © San Francisco 5, Calif, 
Manufocturers of SISALKRAFT © SISALATION © COPPER ARMORED SISALKRAFT 





SALES PLUS = SALESBOARD 


Style 
No. 712 


Aluminum 
frame and 
stand 
attached 
No glass 


Furnished in aluminum or stainless steel frames. From 
15 x 30” in size to 20 x 30°. Write Dept. RE-1. 

Acme Boards and Signs can be furnished in any style 
or size. Forward your special specifications. Illustrated 
folder mailed upon request. No obligation. 


b 37 EAST 12™ STREET 
4] NEW YORK 3, N. ¥. 
* |BULLETIN COMPANY| 
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NATIONAL 
REAL ESTATE SECTION 








Made to your order 


We still have steel. Write for de- 
tails. PROMPT SERVICE any- 
where in U.S.A. 


SIGN THE NATION’ 








CTIVE DISPLAY ADV 


19th Street Chicage 8. Il 


— Training ror 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G. Approved. On-The- 

Job Trainees can take either course 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 








15 E. Pershing Rd. Kansas City 8, Mo. 





Architectural 
Home Planning and Rendering 


EAST LANSING. MICH 
G.M. Pratt 
723 Forest Ave 


For Business Opportunities — Motels 


COLUMBUS, OHIO 
Willard Piper, Inc 


Il E. Gay St Ludlow 1342 


REALTORS METAL SIGNS Write for Free 
Sample. Illustrated Literature and Prices 
LANCELOT STUDIOS, 246 Third Ave., Pitts- 
burgh 22, Pa 


Prefabricated Home 
Dealers wanted in Indiana, Ohio, Michigan, 
Illinois, Kentucky. FHA, VA _ approved pre- 
fabricated homes in $6.600-$8,500 price range 
The most completely factory fabricated homes 
on the market . houses are erected, roofed 
and locked the first day. A complete financing 
plan. Good profits assured. Write General In- 
dustries, Inc., 3037 Wayne Trace, Fort Wayne, 
Indiana 


Money in Building — 


METAL SIGNS, 14 x 20, Lots $.44 each 
Realtors Sign Service, Box 1/22, Greenville, S.C 


It’s Easy to Subscribe! 


{f you are reading someone else’s copy of 
the Journal and you want this parade 
of profitable ideas coming to you every 
month, fill out this coupon and send with 
your remittance to: National Real Estate 
and Building Journal, Cedar Rapids, lowa 
Cost of a two-year subscription is only $7 


Name 
Address 
City & State 


Business Classification 
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Conflicting reports are becoming the rule rather than the exception. 
In one large metropolitan daily newspaper recently, a lead story 
on the front page painted a gloomy picture of the steel situation, 
said it was debatable whether production could be boosted to the 
117-million-ton goal slated for 1953, and that the goal was an ab- 
solute necessity. The next day, a story in the same column report 
ed that there was no shortage of steel and industry executives pre- 
dict an oversupply is on the way. 

Some building materials are showing price drops — and in a season 
when the trend is usually upward. The Wall Street Journal reports 
that a check of 50-odd items in the busy home building area of 
Nassau County, New York, showed one-quarter had dropped in 
price from mid-May to mid-June. 

Delegates from five European countries and the United States met 
in Paris early last month and formed the International Confedera 
tion of Real Estate Agents. Purpose of the group is to advance pro- 
fessional standards, investigate ways of relieving housing short 
ages, and protect property rights in many countries. Alexander 
Summer, NAREB president, was named vice-president. 

One family houses started in six metropolitan areas during the first 
three months of 1951 are larger, have added features, and cost sub- 
stantially more to build than those begun during the last half of 
1949 or the middle months of 1950. A BLS report shows 60% of 
the houses started in the first quarter of 1951 had 1000 or more 
square feet of floor space, compared with less than 40% during the 
second half of °49. Average cost rose about 28%, from $9215 in 
49 to $11,765 in ‘51. 

Thousands of periodicals, books, and pamphlets emerge from Uncle 
Sam’s print shop, some of questionable value to the average citi 
zen. But if you wish to delight a client, here are some government 
publications aimed at the home owner: “How to Control Vagrant 
Cats,” “Recipes for Cooking Muskrat Meat,” “The Fleas of North 
America.” 

News Nibblings: Toledo home builders are planning low-rental 
housing projects. Plans call for completion of some units by fall 
Estimated rentals would range from $41 to $57 a month . . . There 
are many indications that people are holding onto their money. 
Three examples: the outbreak of numerous “price wars,” NAREB 
survey showing a sales slow-down in 47% of reporting cities, and 
a steady decrease in withdrawals from savings accounts in the past 
six months . . . The Institute of Real Estate Management will hold 
its second annual maintenance school in Chicago July 16-20. 

You may have an economy-sized atomic stock pile in your base- 
ment one of these days to heat your house by atomic energy 
through radiant panels. NAHB says this type fuel may heat the 
house seasonally for less than the average family’s current fuel 
bill for one month . . . Three prizes totaling $1000 will be award- 
ed to university students this coming year by the J. C. Nichols 
Foundation of, the Urban Land Institute. Prizes will be given for 
the three best essays on “The Improvement and Development of 
Community Life in the United States.” 

Eighty percent of all real estate sales are made after the fifth call, 
W. L. Cooper, Brokers Institute president, says in summarizing a 
recent survey. Forty-eight percent of salesmen quit on first call; 
25%, call twice and quit; 12% make three calls. That means that 
the 10% who make five calls or more do 80% of the business. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 
Sylvia M. Barry 
Augusta's Leading 


Realty Broker 


@ DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@ DENVER, COLO 
V. J. Dunton Realty 


Co. 
400-10 Midland Sav- 
ings Bidg 


@KNOXVILLE, 
TENN 


Richards Real Estate 


o 
722 Market St 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in 
the U.S.A 


@ ORLANDO, FLA 
Harlow G. Fredrick, 
Anywhere in Florida 


@ ROCHESTER, N.Y 
Wilder Realty Co., 
I 


ne 
Burke Building 
Buy and Sell in 
all States 


e@ TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


FOR EXPERT 


APPRAISAL SERVICE 


@COLUMBUS, OHIO 


William P. Zinn & 
Co 
37 North Third St 


@ EAST ORANGE, 
NJ 
Godfrey F. Preiser 


M.A.1. — S.R.A 
1 N. Harrison St 


@ LOS ANGELES, 
CALIF 


Marshall W. Taggart 
1640 Wilshire Blvd 


@ MINNEAPOLIS, 
MINN 


@NEWARK, N.J 
Van Ness Corpora 
tion 
H. W. Van Ness, 
President 
24 Commerce St 


@NEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd St 
$200,000 values and 
up only 


@PHILADELPHIA, 
PA 
Richard J. Seltzer 
M.A.I 


12 South 12 Street 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 
Sherman-Hemstreet 


Pal 
801 Broad Street 


@ BALTIMORE, MD 
B. Howard Richa 


Inc 
Morris Bldg 


@DES MOINES, IA 
Donahoe Investment 


Co. 
Retail, Wholesale, 
Industrial 


@KANSAS CITY 
MO 


Moseley & Comnany 

Retail, Wholesale, 
Industrial 

Suite 1111, Iasur- 
ance Exch. Bldg 


@NEW ORLEANS 
LA 


Leo Fellman & Co 
829 Union Street 


@OKLAHOMACITY, 
OKLA 


H. F. Bradburn 
Fidelity Bidg 


@OKLAHOMA CITY, 
OKLA 


Tom Pointer Co 
304 Local Bide 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 


@ WASHINGTON, 
DAC 


Shannon & Luchs 


o 
1505 H Street, N.W 


FOR PROPERTY 


MANAGEMENT 


@COLU MBUS, OHIO 
William P. Zinn & 


Co 
37 North Third S: 


@ DENVER, COLO 
Gar-ett-Bron! eld & 
Company 
Secu ity Building 


@ DENVER, COLO 
V. J. Dunton Realty 


o 
400-10 Midland Sav- 
ings Blig 


e TOLEDO, OHIO 
Schuster & Co 
George E., Schuster 
Gardner Building 


FOR CHAIN STORE 
LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 

Organization R. C. Blase 

2H 434 State St 


@SCHENECTADY 
N.Y 


@COLUMBLS, OHIO 
William P. Zinn & 


@eSYRACUSE, N.Y 
Jackson M. Potter 
Inc 


Co. 
37 North Third St 237 East Genesee St 


@ TOLEDO, OHIO 
The Al E. Reuben 


« 
618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 
@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@OKLAHOMA CITY 
OKLAHOMA 
Tom Pointer Co 
304 Local Bidg 


( » 
@ALLENTOWN., PA eST. LOUIS. MO 
The Jarrett 
Organization Ono J. Dickmann 
842 Hamilton St MAJ 
“Specializing East 1861 Railway Fa- 
ern Penna.” change Bidg 


@COLU MBUS, OHIO eST. LOUIS, MO 
William P. Zinn & Henry R. Weisels 
Company 

S.L.R. — Est. 18% 

318 North Eighth 


Af ompany 
37 North Third St 


@CONNECTICUT 
AND VICINITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


@SAN JOSE, CALIF 


Thos. L. Mitchell & 
Company 


97 E. Santa Clara 
Ste 


e@INGLEWOOD, 
CALIF 


P.merson W. Dawson 


e@eSCHENECTADY, 
AP N.Y 
P.O. Box 555 


R. C. Blase 


Norman L. Newhall, eST. LOUIS, MO 


M.A Ow Dick 
519 Marquette Ave M j. Dickmann, 


1861 Railway Ex- 
change Bide 
@ NASHVILLE, 
~se eST. LOUIS, MO 
—Since 1914— lien. y R Weisels 
Company 
? s ; 
pb ma A a S.LR. — Est. 1894 
7 $18 North Eighth 


Biscoe Griffith Co. 


@ NEWARK, N.J 
Harry J. Stevens 


@ TOLEDO, OHIO 
Howard W. Etchen 
Al 


' M 
478 Central Avenue Etchen-Lutz Co 


FOR LAND PLANNING 


e@WILMETTE, ILL 
Myron H. West 
916 Greenleaf Ave 


@ TOPEKA, KAN 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 
AND RANCHES 


@ DENVER, COLO 


V._1. Dunton Realty L 

Company California-Nevada 
400-410 Midland Sav- Company 

ines Blig 412 W. 6th Street 


@LOS ANGELES, 
SALIF 


@OKLAHOMA CITY 
OKLAHOMA 
Patterson Realty Co 
292 Hales Bide 


@KANSAS CITY 
MISSOURI 


Moseley & Company 


434 State St 


@ TORONTO 


CANADA 
Shortill & Hodgkins 
Suite 1111, Insur Limite 

ance Exch. Bide 2781 Yonge Street 


noe . Wholesale 





Rates for Advertising 


In the “Consult These Speciali 


Department 


less than 6 issues 


Additional lines, 50 cents per issue 


No charge for city and state lines 

















sell the best... 


sell ee 


You, as a builder, are in a position to offer your 
buying public the best... GUNNISON HOMES! 
GUNNISON HOMES offer not only high quality 
construction, but also excellent workmanship! 
Quick erection means rapid turnover . . . making 
GUNNISON HOMES profitable. GUNNISON 
HOMES are delivered to your building site 
complete, except for plumbing, wiring and 
masonry work! Lead the way in your community 
with the best... GUNNISON HOMES! 


Dealerships are still available in certain areas. 
For complete information, write Dept. B-15. 


ft £4 | ; We 
Sunnison omer 


TATES STEEL (US) CORPORATION SUBSIDIAR 


Manufacturers of 
Gunnison Coronado 
and CHAMPION Homes 








“Gunnison,” “C do” and “Ch 





